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The Prudential hones Company of America 
FORREST F. DRYDEN HOME OFFICE 
PRESIDENT NEWARK, N. J. 
INCORPORATED UNDER THE LAWS OF THE STATE OF NEW JERSEY 
oe IOC mam): 





Great Eastern Casualty Company 


Organized 1892. 
No. 55 John Street, New York. 


The New York Insurance Department in a recent’ 


examination says: 


“While the business of the Company has in- 
creased, its liabilities have borne a decreasing 
ratio to the admitted assets and the surplus a 
corresponding increase in the ratio to liabilities. 
The growth of the Company, therefore, has been 
healthy. 

“The affairs of the Company are being effi- 
ciently and conservatively conducted. Liberal 
reserves have been set aside for outstanding 
losses and other liability items, and _ policy- 
holders are being accorded fair and equitable 
treatment.” 


OVER FOUR MILLION DOLLARS PAID IN 
CLAIMS. 
CASH CAPITAL, $350,000.00 
SURPLUS TO POLICYHOLDERS, $571,753.36 


LINES WRITTEN 


ACCIDENT —HEALTH (Commercial and 
Industrial)—_B URGLARY—PLATE GLASS— 
ee and GENERAL LIA- 

LITY. 


Agency applications will be considered for 
unoccupied territory. 








ae ~ 
Agency Opportunities 


await you in North and 
South Carolina with 
growing 





IOC 


Southeastern Life 
Insurance Company 





wa To Pasties 


Company making new 
record every month. For 
reason if interested write 



















to 

C. W. ESTES, Vice-Pres. and Supt. of Agents = 

I Greenville, S. C. Y 
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Entered as second-class matter- June 23, 1879, at the 


Post Office at New York, N. Y., under the Act of March 3, 1879 
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ONLY RURAL OLD LINE 
COMPANY 


Low Participating rates; deuble indemnity insurance; shortest, 
cleanest policies in the world; complete protectien disability clause. 


THE AGRICULTURAL LIFE INSURANCE 
COMPANY OF AMERICA 


FRANCIS F. McGINNIS, 


President, General Counsel and Founder 


We are writing at the rate of six millions a year and 

have a particularly attractive proposition for men with 

clean records who can deliver the goods—as General, 
State or District Agents. 


WILLARD E. KING, Vice-President and M of Ag 
FRANKLIN A. BENSON, Secretary and Superintendent of J Agents 


Home Office: BAY CITY, MICHIGAN 











SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 
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Insurance in Force 


$95,000,000.00 
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HARRY L. SEAY, President 
J. W. HURST, Jr., Secretary 

















The Acid Test for Strength, 
Liberality, Service and Low Cost 


places 


ata 
SMUTAL 
IFE INSURANCE COMPANY 


OF BOSTON MASSACMUSETTS 


high on the list 


CAPABLE AGENTS WANTED 








FIREMAN’S FUND 
INSURANCE COMPANY 


CAPITAL 
SURPLUS 
RESERVES 
ASSETS 


$ 3,000,000 

6,000,000 
10,000,000 
22,250,000 


FIRE AUTOMOBILE MARINE 

















Exclusive Working Rights 


AND 


Strong Helping Plan 


in a rich and prosperous district are 
available to a life insurance salesman, who 
is a salesman, as a representative of a 
strong mutual company. 


One of America’s Greatest 


Write XYZ, care of THE SPECTATOR 











NATIONAL FIRE 


INSURANCE UNDERWRITERS 
OF PENNSYLVANIA 


Cc. H. MILLER, Pres.-Treas. W. P. LEWIS, Secretary 
FINANCIAL STATEMENT 
JANUARY ist, 1919 





. ASSETS 
erape ga Bonds and Stocks‘(Market Value) 
h on hand and in banks 
Premiums in course of a 
Interest accrued 
Furniture and Pistawes : 


Reserve for unpaid losses 
Reserve for unearned premiums 183,263.69 


$191,263.69 
259,268.10 


$450,531.79 


JAMES R. SKINNER 


Managing Underwriter 
EVANS BUILDING WASHINGTON, D. C. 


Risks accepted throughout U. S. and Canada 


PRE Re ner OE ER ITS LE LIE AOL 5: LNG CLAIRE 
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POCKET STATISTICS 


Relating to the Insurance Business 
THE SPECTATOR COMPANY 


Has issued its standard annual statistical publications as follows: 


THE FIRE INSURANCE POCKET INDEX, showing the condition of 
the principal stock fire insurance companies in comparative form 
for fen years. Now Ready. 

THE LIFE INSURANCE POLICYHOLDERS’ POCKET INDEX, 
showing the financial condition and business transactions of Ameri- 
can and Canadian life insurance companies in comparative form 
for five years. 

POCKET REGISTER OF LIFE ASSOCIATIONS, showing the condi- 
tion and business stipulated premium assessment and fraternal 
associations; comparative tables for five years. 

THE POCKET REGISTER OF ACCIDENT INSURANCE, showing 
the condition and business of stock and assessment accident in- 
surance companies and associations transacting personal accident 
insurance; comparative tables for five years. 

THE HANDY CHART OF CASUALTY, SURETY AND MISCELLA- 
NEOUS INSURANCE COMPANIES IN AMERICA, showing 
detail condition and business of about 100 companies transacting 
various classes of business in comparative form for ten years; 
also additional table listing 184 companies not writing multiple 
casualty lines, or whose operations are more limited, showing 
one year’s figures only. 


The above publications contain the statistics of the companies, compiled from 
official reports, and include the transactions of 1919. The tables are made up in con- 
venient pocket form, having serviceable manila covers, and are invaluable to insurance 
men of all classes for ready reference. ‘These publications are frequently spoken of as 
“Spectator Charts,"” and have become standard authority because of their trust- 
worthiness and the convenient manner in which they are made up. 


PRICES 
In Manila Cover’ - - - - - - - - 50 cents 
In Flexible Pocketbook - - - - $1.00 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: 


135 W 
INSURANCE EXCHANGE. 5 WILLIAM STREET, 


NEW YORK 








High Class Salesman Wanted 


to sell American Credit Insurance 


Credit Insurance begins where Fire Insurance stops—after 
merchandise has left the protection of four walls, and been 
turned into accounts. 


And American Credit Insurance does far more than merely 
provide for the payment of abnormal losses. It establishes 
a safe credit basis. It promotes the means to prevent losses. 
It eliminates waste, and reduces the failure rate. 


Thus, when you sell American Credit Insurance, you are 
selling a constructive and highly desirable Service needed 
and wanted by the leading Manufacturers and Jobbers. 


This calls for integrity and ability of the highest order— 
for an Al salesman. To such a man we can offer an un- 
usual opportunity. 


Commission basis only. 


THE AMERICAN CREDIT 
INDEMNITY COMPANY 


of NEW YORK E. M. TREAT, President 


91 William Street 
Néw York 


415 Locust Street 
St. Louis, Mo. 


Offices in all Principal Cities 


A. B. Treat, Gen’! Eastern Mor. 


91 William Street New York 











EVERY INSURANCE MAN 


PSL Who travels as Solicitor, Auditor, 
Sm): 


Inspector or Adjuster is 
a(sTai J ELIGIBLE 
MONEY 





TO THE 


Iowa State Traveling Men’s Association 


**Oldest and Best’’ 


Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 


Insurance to November Ist, 1920, for $2.00 
Write for Application Blank 
H. E. REX, Sec’y-Treas. DES MOINES, IOWA 

















Great American 
Ansurance Company 


Now York 


INCORPORATED - 1872 
PAID FOR LOSSES 


$112,397,573.17 
STATEMENT JANUARY 1,1920 


$5,000,000.00 


RESERVE FOR ALL OTHER LIABILITIES 


17,191,302.37 


NET SURPLUS 


11,010,376.5 I 
33,201,678.88 


THE SECURITIES OF THE COMPANY ARE BASED 
UPON ACTUAL VALUES ON DECEMBER 31st, 1919 


Since January Ist the Capital Stock of the 
Company has been increased to $10,000,000. 


The Company now owns 
$10,000,000 U. S. Government Liberty Loan Bonds. 


Home Office, One Liberty Street 
New York City 


Western Department 
WALTER H. SAGE, Gen’! Mgr. 
INGRAM & LERCH, Managers 
76 West Monroe St., Chicago, Ill. 

Boston Office 


ROGERS & HOWES, Managers 
4 Liberty Square, Boston, Mass. 


Pacific Department 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 
Marine Department 


WM. H. McGEE & CO., Gen’! Agts 
15 William Street, New York City 
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Henry M. Schnarr 


Horace R. Wemple 
Secretary=Treasurer 


President 
FIRE 
~ RE*«INSURANCE 


NORWEGIAN ATLAS INS. CO., Ltd. 
WEMPLE & COMPANY, Inc. 


15 William Street 
New York 





New York 








ener 


Stability with Fraternity 


THE FRATERNAL AID UNION 


A Fraternal Beneficlary Association that Issues 
MODERN LIFE INSURANCE CONTRACTS 
ON THE LEGAL RESERVE BASIS 
Assets of Two Million Dollars Operating in Thirty-eight States 
SOMETHING DIFFERENT 


If interested, address 
Vv. A. YOUNG, Supreme President, LAWRENCE, KANSAS 





Thursday 








Che Independent Order of Puritans 


Home Office—Suite 818 Westinghouse Building, Pittsburgh, Pa. 
—ISSUES— 
sa. Pes guaranteeing a fixed monthly income to 
Annuities Certificates your family in event of death or to your- 
self in case of disability or old age. 
Life Certificates 10 year term, Whole Life and Endowment Plan. 
guaranteeing protec- 


Combination Sick, Accident Annuity fion against toss of 
. ery: time from_ sickness 
and Funeral Benefit Certificates or Accident and a 
Funeral Benefit Paid 
on death from any cause. 

PAID TO MEMBERS, JULY 1, 1917, $852,234.97 

ANNUAL RESOURCES $500,000.00 

An up-to-date progressive association possessing the strong features of 
adequate rates (American Experience Table of Mortality, 4 per cent) and 


Economical Management. 
INSURANCE IN FORCE $15,000,000.00 MONTHLY INCOME ANNUITIES 

















Men capable of closing business and training 
new agents or devoting entire time to writing 
new business can secure positions with ‘the 
undersigned company on salary, expense and 
commission. In writing give full details, past 
history and reference. Address, 


STANDARD LIFE INSURANCE CO. 


DECATUR, ILLINOIS 





Live Men Can Double Their Income 


selling our 


‘ MONTHLY PENSION BONDS 


(copyrighte&) 


Under our Service Pension Contract 


The LaFayette Life Insurance Co. 
LaFayette, Indiana 


W. W. LANE, Secretary. A. E. WERKHCFF. President. 








Look up the record of 14 years’ successful life insur- 
ance service of the 


FORT WORTH LIFE 


Fort Worth, Texas. 


Then write concerning an 
Attractive Contract to sell 
_ Popular Policies at 
Reasonable Rates in 
Prosperous Territory in Texas 





COMPANY 


Incorporated 185! 


ESTERN ASSURANCE 
OF TORONTO 
FIRE, AUTOMOBILE, EXPLOSION-RIOTS, CIVIL COMMOTIONS 
AND STRIKES—MARINE AND TORNADO INSURANCE 


W. B. MEIKLE, President & General Manager 


UNITED STATES STATEMENT, JANUARY 1, 1920 














EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in 
the states of Illinois and Missouri with direct 
Home Office contracts. Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 


OF COLORADO 


RRM ooo Si os Soe eG Ree hae eee $4,973,932.20 

SURPLUS IN UNZTED STATES. . ...60008s0cce cess $1,900,899.73 . 

TOTAL LOSSES PAID IN UNITED STATES FROM Thos. F. Daly, President DENVER, COLORADO 
S674 "TO GD19 TNGCLUSIVG oo 6.6 oo ek cc ce eee eck $45,676,033.35 











CHICAGO BONDING AND INSURANCE CO. 


Home Office—CHICAGO, ILL. 
CAPITAL AND SURPLUS TO POLICYHOLDERS, OVER $1,000,000.00 

















WRITES 
Fidelity and Surety Bonds Plate Glass General Liability 
Accident and Health Burglary ; : Elevator 
Monthly Payment Automobile Liability—Property Teams 














Damage and Collision 
Licensed by the United States Government, the District of Columbia, and the following States: 
Illinois, Iowa, Kansas, Michigan, Missouri, Minnesota, Ohio, New Jersey, Indiana 
Pennsylvania, Kentucky, isconsin,’- Maryland, Nebraska, West Virginia. 
A Company conducting its business with an annual premium income of over ONE MILLION DOLLARS, with a policy 
outlined by its own Officers and Directors in co-operation with its own agents. 


A. J. SABATH, President O. F. ROBERTS, Vice-Pres. & General Manager 
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NORTHERN INSURANCE Co. Once More It 
OF NEW YORK LE DS THEM ALL IN KANSAS 


WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 





Of eighty-seven old line Life Insurance companies writing 






































o>. yah, oie OOF Tare ras a conaial Ast ordinary business in Kansas during 1919 official advices from 
the State Superintendent of Insurance again demonstrate the 
W. P. RAY, Special Agent ——- - DELA BURT. choice of the people of its Home State to be 
Terre Haute, Ind. 720 Racine rect, Milwaukee, Wie. 
satianmiaaiianes THE FARMERS & BANKERS LIFE 
RICHARD W. WETZEL 
1526 Bryden foad, Columbus, Oblo WICHITA KANSAS 
WANTED: PRODUCERS OF GOOD BUSINESS IN THE SIGN OF GOOD CASUALTY INSURANCE 
INDIANA, KENTUCKY, ARKANSAS, ALABAMA, | jj,snity : on 
FLORIDA AND GEORGIA. ACCIDENT CREDIT 
HEALTH BOILER 
AUTOMOBILE LANDLORDS 
TEAMS ELEVATOR 
LIBERAL COMMISSIONS AND UP-TO-DATE POLICIES COMPENSATION GENERAL LIABILITY 
Established Ye 1869 
- D. RENIC i po 
Address C K, Presiden LONDON GUARANTEE & ACCIDENT C0., Ltd. °raanen® 
Head Office: CHICAGO, ILL. F. W. LAWSON, General Manager 





INDIANA NATIONAL LIFE INSURANCE COMPANY | .. , warrens ncsacs samsa s6Jos Snac New Wau 


STOKES, PACKARD, HAUGHTON & SMITH, 
INDIANAPOLIS, INDIANA Resident Managers 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO.. Resident Managers 145 Milk Street, Boston, Mass. 

















SALESMAN OPPORTUNITY 
We can use some high-grade stock and bond salesmen to sell our 6% 
Participating Preferred Stock, our 6% Improved Calumet District 
Real Estate Bonds, and our 5% Farm Mortgage Bonds. 
Write for Particulars. 
GARY NATIONAL ASSOCIATES COMPANY 


Gary Theatre Building, Gary, Indiana. 
Wilbur Wynant, President. 





The greatest automobile 
state in the Union today 
is Ohio. 


The largest and strong- 
est automobile insurance 
company in Ohio is 


The Great American 








WANTED 


Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 

FEDERAL CASUALTY COMPANY «= = = TETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 
Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICH. 
(Same Management as Federal Casualty Company.) 





Full coverage automobile insur- 
ance at reduced rates. 








MANSFIE*LD,OHIO. 





























OHIO FARMERS INSURANCE COMPANY 


LE ROY, OHIO Organized 1848 
STATEMENT DECEMBER 31, 1919 


New York Basis 








Net Amount of Unpaid Losses and Claims...... $217,611.53 Reserve for Emergencies............. $125,000.00 

Reserve for Unearned Premium................ 2,976,740.82 Net Surplus... .. 2... 0.02 cece ss «Se ee 

Federal, State and other Taxes due and accrued. . 43,673.33 Surplus to Policyholders...................... $1,566,459.55 

A other Cranie si 5 <a e ae e i  w eee 67,194.01 Admitted fasete: . o.oo. oe sce ed cawcads<<t> SCG 
F. H. HAWLEY, President W. E. HAINES, Secretary 


J. W. CROOKS, Treasurer N. R. CHALFANT, Asst. Sec’y. 





American Bonding and Casualty Company 


Over $850,000.00 in approved securities on 
deposit with Iowa Insurance Department for 


Surety and Fidelity Bonds AMERICAN BONDING ( protection of policyholders. 








CASUALTY COMPANY | Assets June 30th, 1919 - $1,707,890.53 
_ The unprecedented growth of this co i 
Casualty Insurance SURETY |CASUALTY! evidence of the caaliie a se ‘Seeetita.” Ramate 





BONDS |INSURANCE! 


_u+ 


are invited to avail themselves of this service 
where we are not represented. } 





———E 


Home Office: Sioux City, Iowa. 
Gus. A. Elbow, President 
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“The Leading FIRE INSURANCE Co. of America” 


WM. B. CLARK, President 


1819 - 1920 


O@yarsue ehbbelebaseuebelem@)etemm 4o-bas 
of Service 
Losses Paid over $183,000,000 

















FOUNDED 1865 


The PROVIDENT LIFE 
and TRUST COMPANY 
of PHILADELPHIA 


PENNA. 





The Long Endowment of the Provi- 
dent is peculiarly adapted for the 
creation of a cash fund to meet 
Estate Taxes. 


The interest on the proceeds after 
maturity swells the insured’s income 
until death when the cash is immedi- 
ately available. 























MR. SUCCESSFUL LIFE INSURANCE AGENT. 


Do you want to secure a General Agency for yourself? If so, 
read this; it is 


WORTH KNOWING 


A $5,000 policy in the United Life and Accident Insurance Company 
guarantees 

FIRST, that in case of death from any cause $5,000, the face of 
the Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, $10,000, or 
DOUBLE the face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED accident, 
$15,000, or THREE TIMES the face of the Policy, will be paid. 

FOURTH, that in case of total disability as a result of accidental 
injury, the Company will pay direct to the Insured at the rate of 
$50 PER WEEK during such disability, but not to exceed 52 weeks, 
after which the weekly indemnity will a at the rate of $25 PER WEEK 
throughout the period of disability. Can insurance do MORE? 
— WHY should any man be satisfied with a palicy that would do 
ess 





A 1 Premium, Age 35, Ordinary Life, $128.05; Twenty-Pay- 
ment Life, $167.10; Twenty-Year Endowment, $235.10. 


General Agents wanted in the following States: Pennsylvania, 
——— Kansas, Michigan, Ohio and the District of Columbia. 
ess 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 











In 1919 


44 General Agencies paid for 
$88,000,000 
Standard Business 


Dividend Scale Maintained, Surplus Increased 





New England Mutual Life Insurance Co. 
Boston, Mass. 














THE MUTUAL LIFE OF ILLINOIS 











HOME OFFICE: 
SPRINGFIELD, ILL. 


An, ‘‘Old Line’’ Legal Reserve Company 
issuing all the standard forms 
: of policies. 


Good territory in Illinois still open. Will 
be pleased to hear from anyone interested. 


























KRISTIANIA 


eee 


Kristiania Shipping, Insurance and Trading Co. A/S 








LONDON, E. C. 2. 


(65, London Wall) 








27, Karl Joh t i 
( arl Johansgate) Manager (Insurance Branch): H.C. O. Sidney 


Insurance and Reinsurance Managers and Brokers 
Facultative Reinsurance and Obligatory Treaties Negotiated 


[CLARO”, KRISTIANIA 
TELEGRAMS: wt ROUTING AVE.,’? LONDON 
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Rates Sac - 
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PUBLIC LIFE INSURANCE CO, 


$500,000 Authorized Capital 
is now offering 


SPECIAL INDUCEMENTS 


for 


SUPERINTENDENTS and ASSISTANTS 


Correspondence Treated Confidentially 
Write today; we may have just what you want 


LOUIS NAROWETZ, President 


108 So. La Salle Street CHICAGO, ILLINOIS 





SAFETY for 
THE WIDOW’S MONEY 


Through The, 


+ MONTHLY 
4 INCOME 
PLAN 





A brilliant presentation of 
the Monthly Income Policy 
is just off the press and is 
ready to supply to those 
-desiring a powerful aid to 
the sale of this’ great busi- 
ness-building policy, now 
just coming into its own. 


Printed attractively as an 
8-page leaflet, vest-pocket 
size. 











A Sample Will Convince You 
Send For It. 





The Insurance Field Company 


INCORPORATED 


P. O. Box 617 Louisville, Ky: 











PORTUGAL SPAIN 


J. Forcada 


Praca do Municipio, 12=13, 
Lisbon (Portugal) 


Underwriter= Settling Agent 
Insurance Broker 


J. FORCADA & © 


Barroeta Aldamar, 2, 
Bilbao (Spain) 


Insurance and Reinsurance 








NEW JERSEY INSURANCE COMPANY 


CAPITAL ONE MILLION DOLLARS 


Head Office: 
40 CLINTON STREET, 
NEWARK, NEW JERSEY 


Cc. P. STEWART, PRESIDENT GRESHAM ENNIS, Vics-Pres. 
F. L. BROKAW, Treasurer J. B. GUTHRIE, Secretary 





Western Department. Pacific Coast Department, 
Insurance Exchange Bldg., 140 Sansome St., 
Chicago, Ill. San Francisco, Cal 


H. H. INGALLS, Manacge SEELEY & CO., MANacERS 











SECURITY MUTUAL 


LIFE INSURANCE COMPANY 


BINGHAMTON, N. Y. 
DAVID S. DICKENSON, President 


Offers good territory and a liberal 
contract to reliable men of ability. 
For particulars address— 


C. H. JACKSON, 


Superintendent of Agencies 


























CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
“THE OLDEST SCOTTISH INSURANCE OFFICE” 
U. S. Head Office: CALEDONIAN BUILDING, 59-52 Pine Street, N. Y. City 


CHAS. H. POST, U. S. Manager 
R. C. CHRISTOSTHER, Assistant U. S. Manager 
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T Policies that promptly respond to 

the up-to-date needs of the public 
and proven field programs that result 
in larger incomes to agents make 
this an ideal company to represent. 


oe 





1894 1920 


STATE LIFE 


INSURANCE COMPANY 
INDIANAPOLIS 


OVER SEVENTEEN MILLION 
DOLLARS IN SECURITIES 


Deposited with Auditor of State of 
Indiana for the Sole Protection of 
Policyholders. 


Ha SOMA 


™ © 





Good Territory and Remunerative 
Contracts for Men Who Can ‘Do 
Things.” 


Sse ZRH =O Cee Ce KON BE 


KP SO 


On Agency Matters Address 
CHAS. F. COFFIN, Vice-President 




















WANTED 


Two high class men to represent 
a large progressive life insurance 
company as salaried branch office 
managers, for the cities of Chicago 
and Cleveland. Only men who are 
competent of handling and training 
salesmen and building a permanent 
organization need apply. Positions 
will pay good salaries and offer ex- 
cellent opportunities for advance- 
ment. 


Address J. R., care of THE SPEC- 
TATOR, Post Office Box 1117, City 
Hall Station,'New York. 














| General ccident 


FIRE AND LIFE 


i pASSURANCE CORPORATION, Ltd. 


ae RICHA2DSON, United States Manager 


GENERAL BUILDING - 47" & WALNUT STS. 
PHILADELPHIA 













TO LIFE AGENTS 


Hitch your wagon to a star!’’—In other words—join forces with a Company hav- 
ing a record of unprecedented success—The Great-West Life Assurance Company. 

Unusually attractive opportunities occur for competent men at the present time. 

Good territory, with liberal contract, and eminently desirable Policies to sell are avail- 


, able with— 


THE GREAT-WEST LIFE ASSURANCE COMPANY 
Head Office, Winnipeg. 
Branch Offices in the United States. 


90 Griswold Street, Detroit, Mich. Equity Block, Fargo, N. D. 
912 Andrus Bldg., Minneapolis, Minn. 





THE WOMAN’S BENEFIT ASSOCIATION 
OF THE MACCABEES 
ORGANIZED OCTOBER 1, 1892. 


Largest Fraternal Benefit Society for Women in the World 


A *‘Millionaire’’ Fraternal Benefit Society 

The Rates are Adequate 

The Membership is over 220,000 

The Reserve Fund is more than $12,000,000 

Its Business Standing is of the Best 

Gives Safe Protection to Women and the Children of its Members 
Cares for its Needy Sick 

Its Reviews are Social and Welfare Centers 


Write for information to: 


Miss Frances D. Partridge, 
Supreme Record Keeper, 
Port Huron, Michigau 


Miss Bina M. West, 
Supreme Commander, 
Port Huron, Michigan. 


ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 





Greatest Illinois Company 











List of American — 
Life Insurance Companies 


(Revised to Date) 


Two hundred and fifty-four American legal reserve life insurance 
companies are now licensed to transact business. Their corporate titles, 
location of head offices, capital, names of presidents and secretaries, 
are given in convenient form on four pages, printed on bond paper, 
and will be found useful by every company, manager and agent. 


PRICE, 50 CENTS PER COPY 


THE SPECTATOR COMPANY 


Cuicaco OFFICE 135 WiLuAM STREET- 
busuPance EXCMANGE NEW YORK ; 





HOME LIFE INSURANCE CO. 
NEW YORK 


The 60th panes eens wn admitted Assets of 
$37,780,735 and the Insurance in Force $185,755,819,—a gain 
for the year 1919 of over $27,000,000. The insurance effected 
during the year was over $40,000,000, or 63% more than in 
the previous year. The amount paid to policyholders during 
the year was over $4,388,000. 

For Agency Apply to 
GEORGE W. MURRAY 
Superintendent of Agents 


256 BROADWAY, NEW YORK 
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THE SPECTATOR 


The circulation of the publications of The 
Spectator Company, including THE SPECTATOR, 
amounted for the year ending January 1, 1920, 
to 1,247,695 copies, averaging about 24,000 
weekly. These standard publications, cover- 
ing life, fire, casualty and miscellaneous insur- 
ance, are recognized as authorities in their par- 
ticular lines, and many have received the en- 
dorsements of the United States Government 
and State Insurance Departments. The statis- 
tical and historical records of the various in- 
surance companies, news and _ educational 
articles, and convincing arguments rendering 
the prospective mind receptive to the solicita- 
tion of insurance men, are thus given wide 
public circulation, constituting the most valu- 
able SERVICE to the insurance companies. 
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INDEX TO THE SPECTATOR 


sub- 
who 


S an accommodation to those 
A scribers to THE SPECTATOR 
keep on file the weekly numbers as they 
are published, we have prepared and 
printed an extensive index to the volumes 
published in 1919. Copies of the Index 
will be sent to subscribers upon their 
requesting same, and forwarding a two- 
cent stamp. The practice of preserving 
the consecutive numbers of THe Spect.- 
TOR is one to be commended, as the in- 
formation contained therein furnishes a 
complete contemporary history of im- 
portant insurance matters, from week to 
week, which is often invaluable. Sub- 
scribers desiring to keep their files avail- 
able for quick reference should write for 
a copy of this Index. 


ERHAPS there are still 
insurance agents who have not fully 
realized the astounding increases in prices 
of building materials, labor, furnishings, 


some fire 


wearing apparel, etc., during recent years, 
and made sure that their clients are prop- 


THE SPECTATOR 


erly protected against loss on the basis 
of present values. The Washington Sur- 
veying and Rating Bureau recently gath- 
ered data as to costs of such commodi- 
ties in 1915 and 1920, and it was found 
that there were few of which the prices 
had increased as little as fifty per cent, 
while many had risen two hundred, three 
hundred four hundred 
per cent. Probably the premium writings 
and commission income of many an agent 
would also be much augmented if they 
could induce their customers to calculate 
the present-day replacement costs of their 
insurable properties. 


and some even 


F  eertsonins rise in the fire loss in 

May last is noted, both in com- 
parison with the previous April and when 
compared with the May loss in the two 
preceding years. The Journal of Com- 
merce computes the fire loss in May, 1920, 
in the United States and Canada at $25,- 
440,300—an increase of more than $3,- 
000,000 over the April loss, and of about 
$9,000,000 over the loss in May, 1919. 
This brings up the total for the first five 
months of the current year to $138,791,- 
000, or $28,000,000 more than in the cor- 
responding period of 1919, and $19,000,- 
ooo more than in the first five months of 
1918. Fire underwriters had hoped that 
the decline in the fire loss in 1919, from 
the larger sum in 1918, indicated that the 
propaganda for a lessening in the fire 
waste was having its effect ; but the results 
thus far this year do not seem to bear 
out this hope. 


A important market movements in 
staple commodities are of much 
interest to fire underwriters, as having a 
considerable bearing upon the question 
of moral hazard, it is interesting to note 
the 
largest houses dealing in a wholesale way 


the views of the head of one of 


in general merchandise. This man _be- 
lieves that commodity prices will not be 
generally lower before the spring of 1921, 
if as early as that time, and that not a 
few goods will be higher this Fall than 
they are now. For many months whole- 
salers have been contracting for Fall 
supplies at advanced costs, and in many 


. cases these goods could be replaced to- 


day, if at all, only at still higher prices. 
He believes that that 
in silks are not symptomatic of the mar- 


such declines as 


Q 


Editorial 


ket as a whole, and that the cut price 
sales in various parts of the country 
mainly represent efforts to avoid carrying 
goods over. This gentleman asserts that 
there is only one legitimate reason why 
any retail merchant should sharply reduce 
his prices, and that is the need of liquida- 
tion, even at a loss, in order to meet bank 
obligations. He admits that commodity 
prices in general are artificially high, and 
must come down, and that the sooner they 
come down the better it will be for every 
one. However, he holds that until the 
cost of production is lowered, it is vain to 
talk of a lower level for wholesale and re- 
tail prices. His summarization of the 
matter is that the general level of com- 
modity prices will rise somewhat before 
it starts on the inevitable decline. 


COMBINED DEATH AND EX- 
PENSE RATE 

TT. combined death and expense rate 
of the year 1919 of thirty-eight of 

the older life insurance companies of the 
United States, of 1.92 per cent is a sub- 
stantial decrease from that of the year 
1918, when the combined rate for the 
same companies was 2.16 per cent, though 
higher than for any other previous year 
since 1907. In 1918, the high death rate 
due to the influenza epidemic was the 
primary cause of the increased combined 
death and expense rate. In 1919, how- 
ever, the death rate was the lowest of 
the twenty years shown, but the abnor- 
mally high cost of business essentials, 
together with increased taxes, consid- 
erably augmented the expense rate and 
thus had its effect on the combined rate. 
The accompanying tabulation shows 
percentages of the combined outgo for 
death claims and expenses of manage- 
ment to the mean amount of insurance 
in force covering a period of twenty 


THE 


years. The figures have been taken from 
the annual reports filed with the various 
insurance departments, and include the 
death claims incurred, expenses of man- 


agement and taxes. The companies 
which transact industrial insurance are 


omitted from the table because their man- 
agement expenses are necessarily higher 
than those organizations writing ordinary 
insurance only. In addition to the per- 
centages given, year by year, for the past 
twenty years, the averages for the four 
five-year periods are shown, as well as 
the combined average for twenty years. 
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THE COMBINED DEATH AND EXPENSE RATE PER CENT OF MEAN INSURANCE IN FORCE OF THIRTY-EIGHT LIFE INSURANCE COMPANIES 
FROM 1900 to 1919, INCLUSIVE 
[Copyright, 1920, by The Spectator Company, New York.] 
| 
| | | | AVERAGES. 
COMPANIES. | 1900 | 1901 | 1902 | 1903 | 1904 | 1905 | 1906 | 1907 | 1908 | 1909 | 1910 | 1911 | 1912 | 1913 | 1914 | 1915 | 1916 | 1917 | 1918 | 1919 | 
| | 1900 | 1905 | 1910 | 1915 | 1900 
| to to to to to 
| | | 1904 | 1909 | 1914 | 1919 | 1919 
= ioe a =o as He None 
Mbt BARES oss ees .«-| 2.29 | 2.25 | 2.21 | 2.17 | 2.18 | 2.19 | 2.12 | 2.02 | 1.95 | 2.01 | 2.03 | 1.97 | 1.98 | 1.95 | 2-11 | 2,00 2.19 | 2.02 | 2.21 | 1.84] 2.21 | 2.06 | 2.01 | 2.03 | 2.06 
Bankers, Neb.......-.-+| 2.37 | 1.98 | 1.91 | 1.98 | 1.73 | 1.49 | 1.36 | 1.38 | 127 1.46 | 1.27| 1.12 | 1.36 | 1.21 | 1.24 | 1.12 | 1.16 | 1.16 | 1.58 | 1.37] 1.93 | 1.40 | 1.24 | 1.30 | 1.33 
BEMRIE, 5 cc sekcsesn ane | 1.93 | 2.22 | 2.07 | 1.85 | 1.80 | 2.22 | 2.07 | 1.97 | 1.90 | 2.25 | 2.17 | 2.10 | 2.41 | 1.93 | 2.52 | 2.43 | 2.27 | 2.08 | 2.54 | 2.33] 1.97 | 2.08 | 2.22 | 2.33 | 2.17 
Central of U. S.A...... | 2.85 | 2.71 | 3.17 | 2.41 | 2.54 | 2.66 ; 2.38 | 1.97 | 1 90 | 1.88 | 1.78 | 1.45 | 1.78 | 1.74 1 1-74 | 1.78 | 1.61 | 1.55 | 2.13 | 2.44] 2.53 | 2.10 | 1.71 | 1.96 | 1.91 
Connecticut (azenerat....| 2.00 | 1.72 | 1.96 | 1.98 | 2.07 | 2.12 | 1.88) 1.40 1.46 1.43 | 1.43 | 1.56 | 1.53 | 1.49 | 1-54 1.68 | 1.71 | 1.43 | 1.99 | 1.53] 1.96 | 1.63 | 1.53 | 7-66 | 1.64 
Connecticut Mutual..... 3-50 | 3.43 | 3-34 | 3-60 | 3.80 | 3.46 | 3.35 | 3-40 | 3.13 | 3.29 | 3-17 | 3.12 | 2.99 | 2.94 | 2-51 | 2.71 | 2.52 | 2.34 | 2.72 | 2.46] 3.54 | 3-33 | 2.94 | 2.55 | 3.01 
Equitable, New Yoris....| 2.36 | 2.36 | 2.28 | 2.43 | 2.29 | 2.21 | 2.13 | 2.16 | 2.33 | 2.36 | 2.28 | 2.27 | 2.27 | 2.14 | 2.10 | 2.24 | 2.22 | 2.14 | 2.40 | 2.19 | 2.34 | 2.23 | 2.14 | 2.23 | 2.25 
Equitable, Des Moin2s..| 1.68 | 2.01 | 1.86 | 1.51 | 1.72 | 1.42 | 1.43 | 1-59 | 1-33 | 1.57] 1.47 | 1.41 | 1.52 | 1.44 | 1-33 | 1.36 | 1.54 | 1.43 | 1.95 | 1-74] 1.74] 1.47 | 1.43 | 1-64 | 1.56 
Fidelity Mutua]......... 2.32 | 2.29 | 2.46 | 2.27 | 2.31 | 2.38 | 2.30 | 2.10 | 2.08 | 2.28 | 2.15 | 2.09 | 2.15 | 2,03 | 2-18 | 2.23 | 2.32 | 2.02 | 2.70 | 2.19] 2.32 | 2.23 | 2.12 | 2.31 | 2.24 
Franidin Life. ...- 0... 2.66 | 2.99 | 2 92 | 2.80 | 2.57 | 2.27 | 2.35 | 1.78 | 1.78 1.95 | 2.24 | 1.92 | 1.99 | 2.06 1.98 | 1.82 | 1.96 | 1.95 | 2.16 | 2,10] 2.87 | 2.02 | 2.04 | 2.02 | 2.13 
| | 
Guardian of An: ‘rica... .| 2.57 | 2.69 | 2.50 | 2 61 | 2.64 | 2.59 | 2.40 | 2.32 | 2.45 | 2.38 | 2.33 | 2.50 | 2.37 | 2.20 2.28 | 2.30 | 2.11 | 2.37 | 2.63 | 2.36] 2.61 | 2.43 | 2.34 | 2.37 | 2.42 
SROMIE BUNS 66555505 oes 2.32 | 2.56 | 2.48 | 2.54 | 2.55 | 2.20 | 2 41 | 2.10 | 2.00 | 1.97 | I.91 | 2.04 | 1.87 | 1.75 | 1-99 | 1.88 | 1.99 | 1.76 | 2.05 | 2.04] 2.49 | 2.18 | 1.91 | 1.95 | 2.05 
SSRIS IGE... .55< 25 sen 2.69 | 3.20 | 2.38 | 2.53 | 2.75 | 2 62 | 2.42 | 2.45 | 2.41 | 2.67 | 2.42 | 2.35 | 2.32 | 2.02 | 2.00 | 1.79 | 1.99 | 1.82 | 2.03 | 2.10] 2.66 | 2.52 | 2 20 | 1.96 | 2.22 
PERE ok oho ae seee 3-10 | 3.20 | 3.12 | 3.12 | 2.95 | 2.91 | 3 00 | 2.77 | 2.95 | 2.92 2.96 | 3.02 | 2.82 | 2.63 | 3-18 | 3.19 | 3.02 | 3.21 | 3.76 | 3.22] 3.11 | 2.92 | 2.91 | 3.27 | 3.04 
Maryland Life ......... 2.56 | 3 17 | 2.45 | 2.54 | 3.29 | 2.55 | 2 79 | 1.87 | 2.56 | 1.97 | 2 08 | 2.03 | 2.79 | 2.23 2.60 | 2 69 | 2.34 | 2.27 | 3-07 | 2.69] 2.81 | 2.35 | 2.37 | 2.61 | 2.54 
Massachusetts Mut 1al...} £.87 | 2.16 | 1.86 | 1.80] 1.90] 2.08 | 1.79 | 1.73 | 1.82 | 1.72 | 1.72 | 1.04 1.79 | 1.71 | 1-71 | 1.79 | 1.81 | 1.94 | 2.10 | 1.77] I.go | 1.82 | 1.71 | 1.84 1.79 
Michigan Mutual ..,....| 2.25 | 2.61 | 2.37 | 2.15 | 2.21 | 2.30 | 2.21 | 2.29 | £.93 | 1.95 | 2.23 | 2.16 | 2.06 | 2.22 | 2.26 | 2.22 | 2.03 | 2.13 | 2.23 | 2.10] 2.31 | 2.13 | 2.20] 2.14 | 2.20 
Mutual Benefir. ....... 2; 2.30 | 2 26 | 2.33 | 2.29 | 2.22 | 2.06 | 1.98 | 1.83 | 1.88 | 1.97 | 1.83 | 1.89 | 1.68 | I 67 | 1.60 | 1.74 | 1.64 | 1.93 | 1.69] 2.29 | 1.97 | 1.79 | 1-72 | 1.86 
Mutual of New York....| 2.58 | 2.62 | 2.58 | 2.54 | 2.55 | 2.35 | 2.10 | 2.2c | 2.06 | 2.20 | 2.18 | 2.20 | 2.20 | 2.15 | 2-23 | 2.24 | 2.30 | 2 22 | 2.47 | 2.33] 2.57 | 2.18 | 2.21 | 2.30 | 2 28 
National Life, Vt.......) 2.94 | 1.98 | I. 1.92 | 1.90 | 2.04 | 1.98 | 1.87 | 1.74 | 1.74 | 1.78 | 1.71 | 1.90 | 1.72 | 1-80 | 1.93 | 1.90 | 1.88 | 2.09 | 1.99] 2.12 | 1.77 | 1.80 | 1.93 | 1.93 
National Life U. S. A...| 2 94 | 2.91 | 3.35 | 3-39 | 2-99 | 2.76 | 2.37 | 2.29 | 2.05 | 2.08 | 2.05 | 2.19 | 2.56 | 2.04 | 1.90 | 1.87 | 2.06 | 2.19 | 2.56 | 2.08] 2.97 | 2.40 | 2.12 | 2.19 | 2.29 
| | | | 
New England...... .+e--| 2,19 | 2.27 | 2.36 | 2.47 | 2.22 | 2.26 | 2.11 | 2.02 | 2.02 | 1.85 | 1.92 | 1.84 | 1.96 | 1.71 | 1.70 | 1.78 | 1 78 | 1.74 | 2.20 | 1.77] 2.30 | 2.05 | 1.82 | 1.85 | 1.94 
New York Lite...........0. 2.20 | 2.20 | 2.18 | 2.12 | 2 21 | 1.99 | 1.72 | 1.69 | 1.65 | 1.72 | 1.73 | 1.79 | 1.83 | 1.81 | 1-80 | 1.82 | 1.87 | 1.89 | 2.20 | 2.06] 2.19 | 1.76 | 1.79 | 2.02 | 1.92 
Northwestern Mutual...) 1.79 | 1.80 | 1.68 | 1.73 | 1.76 | 1.79 | 1.69 | 1.64 | 1.58 | 1.52 | 1.59 | 1.55 | 1.65 | 1.51 | 1.52 | 1.59 | 1.67 | 1.51 | 1.78 | 1.67] 1.75 | 1.63 | 1.57 | 1.64 | 1.71 
Penn Mutual........... | 2.14 | 2.28 | 2.04] 1.86 | 1.95 | 2.04 | 1.89 | 1.95 | 1.73 | 1.80 | 1.88 | 1.85 | 1.93 | 1.83 | 1-88 | 1.90 | 1.94 | 1.87 | 2.23 | 1.92] 2.04 | 1.87 | 1.87 | 1.97 | 1.93 
Phoenix Mutual......... 2.79 | 2.54 | 2.26 | 2.52 | 2.39 | 2.45 | 2.38 | 2.05 | 2.04 | 2.23 | 2.20 | 1.95 | 2.22 | 2.07 | 1.89 | 2.01 | 1.95 | 1.87 | 2.29 | 202] 2.48 | 2.20 | 2.06 | 2.03 | 2.22 
Presbyterian Ministers. .| 1.24 | 1.36 | 1.14 | 1.06| 1.05 | 1.27 | 0.94 | 1.38 | 0.81 | 1.06 | 0 8g | 0.94 | 1.11 | 0.99 | 9-84 | 1.18 | 0.94 | 1.07 | 1.11 | 2.12] 1.16 | 1.09 | 0.95 | 1.08 | 1.07 
Provident L. and T...... | 1.70 | 1.60 | 1.68 | 2 00} 1.59 1.65 | 1 67 | 1.87 | 1.66 | 1.70 | 1.63 | 1.68 | 1.70 | 1.53 | 1.63 | 1.43 | 1.55 | 1.67 | 1.95 | 1.66] 1.71 | 3.71 | 1.64 | 1.67 | 1.87 
epister Wile... 6.55.00 1.54 | 2.01 | 1.70] 1.74 | 2.21 | 1.72 | 1.22 | 1.22 | 1.06 | 1.10 | 1.07 | 1.32 | 1.69 | 1.04 | 1.45 | 1.23 | 1 29 | 1.02 | 1.64 | 1.45] 1.89 | 1.26 | 1.33 | 1.34 | 1.37 
Royal Union............ | 2.05 | 2.16 | 2 43 | 2.47! 2.38 | 2.17 | 1.94 | 2.10 | 2.35 | 2.23 | 2.24 | 1.99 | 2.17 | I.gI | 2.26 | 2.25 | 2.06 | 2.28 | 2.41 | 1.88] 2.41 | 2.18 | 2.12 | 2.17 | 2.18 
St. Louis Mutua!....... .| 4.09 | 4.71 | 3.90 | 3.33 | 4.14 | 2.82 | 4.17 ] 1.65 | 2.81 | 1.96 | 3.08 | 2.22 | 2.42 | 2.45 | 1.65 | 1.72 | 1.87 | 2.25 | 2.16 | 2.82] 4.02 | 2.61 | 2.32 | 2.26 | 2.47 
Security Mutual, N. Y...| 2.18 | 2.31 | 2.52 | 2.04 | 2.67 | 2 58 | 2,48 | 2.34 | 2.29 | 2.21 | 2.33 | 2 11 | 2.23 | 2.14 | 2.32 | 2.43 | 2.56 | 2.28 | 2.63 | 2.38] 2.49 | 2.34 | 2.22 | 2.45 | 2.37 
| 
State Life, Ind.......... 1.60 | 1.61 | 1.85 | 2.27 | 2.25 | 2.27 | 2.29 | 2.53 | ¢.82] 1.49 | 1.64 | 1.54] I.91 | 1.91 | 1-95 | 1.82 | 1 93 | 2.05 | 2.34 | 2.49] 2.03 | 2.00 | 1.78 | 2.20 | 2.00 
State Mutual, Mass..... 1.96 | 1.89 | 1.65 | 2.16 | 1.85 | 2.12] 1.75 | 1.8£ | 1.85 | 1.92] 1.85 | 1.84 | 1.91 | 1.75 | 1.87 | 1.87 | 1.90 | 1.59 | 2.06 | 2.00] 1.90 | 1.89 | 1.84 | 1.89 | 1.88 
Travelers ..........-...- | 2.20 | 2.1£ | 1.78 | 2.05 | 2.03 | 2.25 | 1.96 | 1.79 | 1.90] 1.85 | 1.72 | 1.91 | 1.88 | 1.70 | 1.62 | 1.80 | £.81 | 1.76 | 2.07 | 1.70] 2.04 | 1.93 | 1.73 | 1.83 | 1.86 
Union Central. ......... 1.67 | 1.68 | 1.65 | 1.58 | 1.70 | 1.61 | 1.73 | 1.64 | 1.65 | 1.77 | 1.64 | 1.64 | 1.74 | 1.58 | 1.74 | I 78 | 1.89 | 1.77 | 2.07 | 1.91 | 1.66 | 1.69 | 1.67 | 1.89 | 1.76 
Union Mutual haeeeeieee | 2.54 | 2.62 | 2.50 | 2.39 | 2.54 | 2.29 | 2.33 | 1.83 | 1.84 | 1.97 | 2.06 | 2.03 | 2.13 | I.92 | 1.96 | 1.90 | 2.12 | 2.07 | 2.08 | 2.15 | 2.51 | 2.05 | 2.08 | 2.06 | 2.19 
United tates.....s.0see00. | 2-75 | 2.9¢ 2.78 | 2.59 | 2.87 | 2.95 | 2.56 | 2.64 | 2.53 | 2.75 | 2.72 | 3.75 | 3.21 | 2.51 | 2.53 | 3.42 | 2.82 | 3.13 | 3.12 | 3.45] 2.77 | 2.69 | 2,85 | 3.19 | 2.85 
Averages (38 cos.) | 2.31 | 2.30 | 2.22 | 2.25 | 2.24 | 2.14 | 1.96 | 1.94 | 1.86 | 1.89 | I 8g | 1.87 | 1.89 | 1 80 | 1.84 | 1.84 | 1.88 | 1.83 | 2 16 | 1.92] 2 26 | 1.96] 1.85 | 1.93 | 2.09 
| \ | 
LI FE INSURANC E pational diseases merit compensation. Laws well until the head of the company died sud- 
_ pee are now pending in New Yerk and _ Illinois denly and the firm needed extra funds to con- 





F. S. Crum on Occupational Diseases 

Dr. Frederick S. Crum, assistant statistician 
for the Prudential Insurance Company of 
America, presented a report to the National 
Association of Corporation Schools at their 
convention in New York last week, dealing 
with statistics of occupational diseases. Dr. 
Crum is chairman of the committee on health 
education of the above named association. 
The only sources of occupational disease sta- 
tistics, the report pointed out, are the States 
which give compensation for disability from 
such diseases. Of these States Massachusetts 
has had the longest experience. According to 
the statistics of cases reported to the Industrial 
Accident Commission of that State, occupa- 
tional diseases are increasing. Especially, it 
is noted, are cases of anthrax becoming more 
‘ prevalent. 

The Crum report further brings out the 
danger of anthrax by a set of tables made up 
from census bureau reports. The disease is 
most prevalent among cattle workers and wool 
sorters, and a steady increase in mortality is 
indicated during the last four or five years. 
In spite of the incompleteness of the data the 
variety of occupational diseases reported is 
remarkable. The report concludes that occu- 


dealing with the question, and these will doubt- 
less be followed by similar laws in other 
States. 


Shortage of Life Insurance 


tinue the business. 


It is the shortage of life insurance which 


fills the orphan asylums of the country and 
denies countless growing children the benefits 
of a first-class education which they would 
have had if their father had lived. 


It is the shortage of life insurance which 





The Manhattan Life calls the attention of 
its agents to the shortage of life insurance, and 
advises them to constantly endeavor to over- 
come this shortage. In its paper published for 
agents it speaks, in part, as follows upon this 
subject: 

Much is heard these days as to shortage of 
various kinds. People talk of shortage in 
housing conditions, shortage of labor, of food 
stuffs, of coal, of building materials and what 
not. 

There is a real shortage which is ever pres 
ent and is constantly on the increase, viz., the 
shortage of life insurance protection. To re- 
duce this shortage in some respect should be 
the aim of every loyal agent of the Manhattan 
Life, for besides adding to his own income 
and the prestige of the company by which he 
is employed, the agent as the messenger of 
the gospel of protection is in duty bound to 
gradually increase the amount of life insurance 
protection in force. ' ; 

It is the shortage of life insurance which 
makes possible the foreclosure of mortgages 
on countless homes throughout the land when 
death takes away the bread-winner. It is the 
shortage of life insurance which has often 
wrecked business enterprises which promised 


Io 


adds to the taxes of cities and towns, because 
with proper life insurance prdtection aged 
men and women would not be left in their 
advanced years to the tender mercies of the 
poor farm, 


Promotions in New York Life 


The following promotions in the home office 
staff have been announced: 

Wilbur Pierson, assistant secretary of the 
company since IQII, appointed secretary. 

Harold Polagano, appointed assistant treas- 
urer last year, promoted to be treasurer. 

Grenville Howard of the literary depart- 
ment, promoted field editor. 

Four new assistant treasurers have been 
appointed, namely, Walton P. Kingsley, Wil- 
liam Cheney, George A. Newkirk and Fred- 
erick M. Johnson. 

The following have been promoted to be 
assistant secretaries: Harry S. Ford, George 
M. Brassier and William F. Rohlffs. Promo- 
tions have also been announced on the medical 
staff. 
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Pittsburgh, Pa. 
General Agency 


Territory unsurpassed and large enough for 
an unlimited production. 
Contract as good as the best, with exclusive 


Financial backing on a liberal basis. 
Confidential communication invited from 
those with clean records and with ability to 
handle such an agency. Address 


Exclusive, care of The Spectator 








Insured for $25,000 on Three-Day Trip 


John Paul Jones, seven years old, of Ports- 
mouth, N. H., began on June 5 a 1000-mile 
journey to his home in Sidney, Ohio. 

The boy was insured for $25,000 for three 
days—the time estimated for the journey, 
against injury, death or disappearance. 


New Life Company in Texas 


The Fidelity Insurance Company of Dallas 
is being launched by D. E. Waggoner, pres- 
ident of the Security National Bank of that 
city. It will have a capital of $500,000 and a 
surplus of $250,000. The stock is practically 
all subscribed. 


Pacific Mutual Life Examined 


An examination of the Pacific Mutual Life 


Insurance Company of Los Angeles, Cal., . 


was recently made in behalf of the Insurance 
Department of North Carolina, California, 
Illinois, Oregon, Virginia, Washington and 
Wyoming, which embraced a review of the 
corporate records; an investigation of the 
company’s methods of obtaining business; a 
test audit of the books and a verification of its 
assets; a representative appraisal of properties 
owned and those securing mortgage loans; an 
expert appraisal of the company’s bonds and 
of the securities for collateral loans, and a 
valuation of the policies in force and a thor- 
ough test of all reserves. 

The examiners speak 





Service. 





liberal. 


We could 
direct with the agent. 


3.7% on all applications mailed in. 


SERVICE. 


Office. 


SELL SERVICE 


We prefer to approach you with 
The Lincoln Life asset of superior 


We could emphasize our policy 
forms—because there are none more 


impress our attractive contracts—made 


We could point to the value of the extra commission 
money gained from our rejection rate—which is but 


BUT WE PREFER TO STRESS LINCOLN LIFE 
It answers the problems of the salesmen, 
keeps them always well stocked with necessary and help= 
ful supplies, and mails out 81% of all policies within 
twenty-four hours after the applications reach the Home 


Because of this super=service, it pays to 


in high terms of the 
officers and directors; 
present data showing 
the steady growth of 
the company in recent 
years; state that the 
accounting system is 
well devised and accur- 
ately maintained, and 
gives the company’s 
financial standing as of 
December 31, I9I9, in 
much detail. In brief, 
the admitted assets then 
aggregated $50,531,050; 
the net policy reserve 
was $41,565,557; divi- 
dends to policyholders 
apportioned or awaiting 
apportionment, $3,512,- 
144; total liabilities, 
$48,227,053; paid-up 
capital, $1,200,000; un- 
assigned funds (sur- 





plus), $1,103,997. These 
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figures include the acci- 





dent and health depart- 





Lincoln Life Building 





The Lincoln National Life Insurance Co. 


“Tts Name Indicates its Character” 
Fort Wayne, Indiana 


Now More Than $130,000,000 In Force 


ment. 

Favorable reports are 
given as to the real es- 
tate, mortgage loans 
and other assets of this 
progressive Western 
organization. 
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OCCUPATIONAL RATINGS 
Hunter-Rogers Classification of Risks 
According to Trade or Profession 
Followed 





INFLUENCE OF THE WORK A MAN DOES 





Extent to Which Mortality Differs with Different 
Occupations Examined Actuarially 


The paper submitted to the recent annual 
meeting of the Actuarial Society of America 
by Arthur Hunter, head of the actuarial de- 
partment of the New York Life, and Dr. 
Oscar H. Rogers, head of the same company’s 
medical department, entitled “The Influence 
of Occupation Upon Mortality,’ was repro- 
duced in full in THE Spectator of May 27, ex- 
cept for the necessary detailed tabulation of 
risks begun last week and continued herewith. 
The authors of the paper explained minutely 
the basis of the system which they had evolved 
as a result of years of patient study for the 
classification of risks according to occupation 
and expressed the hope “that as a result of the 
publication of our statistics the practice of 
other companies will be given so that we may 
all add to our knowledge with regard to the 
treatment of occupational mortality.” 

The Hunter-Rogers paper, together with the 
appended schedule is worthy of the close study 
of every life and casualty actuary in the United 
States. 


SCHEDULE OF NUMERICAL RATINGS FOR 
VARIOUS OCCUPATIONS 
Key to Notation 


Travel Accid’t General Accid’t 


Disability Double Indem- Double Indem- 
Benefits nity Benefits nity Benefits 
A WOMticcacccanene WOEG6 oe ceducucaues yes 
Me twaeenas WOGs s cdccanecuxas ee ee no 
S eeseus Whe ss ciceseanwewad MRiicacececeseens no 
|) Serre “Depending upon the merits of the case.” 
| eo ere WOMieccaseecceaas Gtirccasucenaaee<s no 
| rer ere Wbsewaviacacagas Miiscescaveswaces yes 
s ceesees Wihicecccaceceuns WOPaicccndacaseas no 
R. N. A. = Risk not acceptable. 
+ Occupation = Particulars of occupation should be 
sent to home office, 
* — Will consider for 20-year endowment insurance 
without advantage in age. 
Producers—proprietors .......--+-++eeeeeees — 10A 
Producers—workmen ........----cceccccece 0A 
RGNOMMNR 3. 5 ovo cose sdacecasevecddasasaas 0A 
WRGGUEIE 6 oodecccqeniacssaascucces +15Ato+ 304 
Forgemen—See Metal. 
be PPO C ETT CECE TOP EECROLT ECC CE OCCT OA 
Foundrymen—See Metal. 
Furniture Movers. 
PRGORIONON 7s 5 6 a4c0cs edn tecyenecnsasexaes + 15D 
i INGOD 6 oe nk coucadeesavessus covccentge + 40C 
Furriers. 
WIGeeehees ©, cccadanusaasetacdnesdesauas 0A 
Gee ONE os oo sn 0 4 bce wadenexdsuess + 40F 
Fuse Factory—See Explosives. 
G 
Cale NV ANI oa oc Sik hte eat ecscdcdeesnceeus 0AD 
Garage Employees—See Automobiles. 
Gamblers—Professional. 
PINION So So cecregcackatenseadaxardanad + 50C 
EMNONON oo ne sci ccsedsaccudaccscacesaas + 90C 
Gardeners. 
ROIOGUNE oa ceccadesdeadadeaaseedeuseata — 10A 
WGN Gc avecacedsscaddacecadacanaunad 0A 
Cam a a oo ac cndddecaedaerceqecssseases + 40C 
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WANTED 


to get in touch with Life 
Insurance cAgents and 
General Agentsfor State 
of Illinois by growing, pro- 
gressive Company. 
Liberal contracts with at- 
tractive renewals. 
Providers Life Assurance Co. 


Home Offices 


10 South La Salle Street 
CHICAGO, ILL. 











Gas Wells. 
Stationary Engineers { 


Se eee ee ree ree TT 
Tool dressers and blacksmiths.............. os 
Foremen, gagers, pipemen and pumpmen...+ 
Drillers using no explosives............... ao 
Drillers and shooters using explosives...... ao 
Geodetic—not involving special hazard...... 

RSRUEN 5 os Sis sation soe ama a eS NRG + 

7 LD PE 2 nee een ane ®.20 eT ee eee cr + 

Glass Industry. 

Foremen and superintendents ............. + 
Blowers using machinery ...............2. 4 
Blowers not using machinery.............. + 
Bevellers, cutters, grinders, polishers, rough- 
CFS BO DPS 6 5505 ok 3% be weown eon + 
Mirror makers and silverers.............. + 
Plate glass and window glass cutters....... + 
FAME, obs Secs Sek pes eae Sei nee uence oo 
Glaziers—Not in potteries ................0.- 4 


KSOLK AMMMECEONS 5 cane sew sa ceckesddusansaud 
Government Officials and Employees......... 
Grain Elevators. 

Proprietors, superintendents and managers...+ 

DOR a SS ened cies aa Ses SiGe ae 

Warehousemen and other employees....... + 
Granite, Stone, Slate and Marble Works. 
Granite. 

Boxers, graders, shoppers and yardsmen.+ 


PORTER MBI 35 oicuib sie 4:6 bios sos Sa wANinlOre ob 
Engineers and helpers ..............0.. + 
Granite cutters—with chisel.............. + 


Granite workers at quarries, non-blasting..+ 
Granite workers at quarries, blasting. ...+ 


Polishers and rubbers. ..66:..6s600s.05000% a 
Tunnel workers, drillers and chainmen. . .+- 
Marble. : 
3oxers, graders, shippers and yardsmen..+ 
Carvers, cutters and tracers ............ + 
Laborers iff QUATTICS « ...40655550000080 + 
Machine runners and helpers in quarries. .+ 
Polishers, sawyers and rubbers.......... ad 
Slate. 
Quarrymen, not using explosives........ + 
PSRDIRE <SNAMIEEE inc dais caine Sk ete a whens ae 
Workers in mills, including splitters..... + 
Grocers. 
I POED 02's beinash ins pacteameress moment 
RSIGTAKS GUNG SRIESINEN: <.ooscenosio Sosa SE a 
SNORING. Soa ctiss. cds cee Reelosdate + 20D to + 
NOR esis IWS a oOo s waar sen w seine 0A + 
SYRIBORIUED DERCNETS o.c555chceSiSvdiionhawders 
H 
Hair-Dressers—Not barbers............0..e000. + 
FORE WVGRKCPS | 6 5.5:05.0 000450000 ere’ + 15A to 4 
Horseshoers—Journeymen ...........0000005 | 


Horse-Trainers 
REN Re PONIES G55 So tinckGaddese su shanie es wr 
Hospitals—See Asylums. 


See Amusements and Sports. 


10A 
40C 
30B 


10A 
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Hostlers—Private service.......... + 20D to + 40B 
Ban RE RUS ois .6 05.0) se 9 acon a a0 oes si Sinners + 50C 
Hotels, Restaurants and Clubs. 
(Where no liquor is sold.) 
Proprietors, managers and superintendents, 
OA to + 20A 


Clerks (clerical duties only)......... OA to + 20A 
WR ARN RIRD 8a avin 4 co acho gt etarb ene preronaieey + 40A 
FAV AICTE —WOMER. «a. 6.60 sie soso sins + 10A to + 380A 
*Cooks Gnd CROES ... 6s 66. sais ss + 15A to + 380A 
PEAOPE BREWATUS:, 6.6 6.0: oe.5ea: crorein esas 15A to + 380A 
BANA Nao alos alo sets Gene nil oS ate aaa tae + 15A 
(See Liquor.) 
Housekeepers. 

In hotels and boarding houses............. 0AD 
PUIG DREMTISON Ciera te G ciateraces icles een Sas tele + 75C 
PR HMRNINIES: atta ones eines eee Roan OF 
Ba RREIS INTIS oie swe oy are. 10s ia ce we ore eisrwlecerpia renner + 10A 
PRIIROUOND, oie s so bie eaves ene +10A to+ 380A 
i 
Ice Harvesters. 

BRS TAOEOES 055165 sig sre oa. 018s vis 015s elere sonar onsess 0A 

AB SRATHAAID ER 5 cco usliece raver ress saara trier wie en usonre ier + 50C 
Insane Asylums—See Asylums, Hospitals, etc. 
Inspectors—See Specific Occupation. 

Instructors—See Athletic, Dancing, Gym- 
nasium, Teachers. 

Pesterratnce OURCIAIS o.oo. 0c e onto tele Gece — 5A 

NUNN NER ra eg Sao nodosa Kuh we ee rartw wi osa si ove lois OA 

p 

Jailers—See Prisons. 

se) 6. ESSE A tegen SE ae ones LOA. to = 40A 

Jewelers, 

PC ODMR OTE? | cic tc escrs soln nog aiaecs acer crete scars OA 

MCCRONAMNCRD. Ooxse aiidisrs Sane seers ws Starerattntete + 10A 

RIDE RSHIEHS: c5 iano siciiinso nee eesti nia sid + 10A 

Gold beaters and refiners ... 00 sc06500000% + 415A 
ee ee TAO IO See ote eerie are aces SO Tn ear nyc + 150C 
Fournalist (not reporters): «2... s00s0s<5 008 — 5A 
MRS ai cis sacs elena oesevelsintiscacate as ote — 5A to — 15A 
Junk Dealers. 

PY GORIPIOES  oersss Sale cas 2 os Gowns ae OA to + 25A 

RNID so cosig oR she ccna Setaeiore + 25A to + 50C 
K 
Kiln Burners—See Potteries. 
iB 
Laborers (See also special class). 

BRC. occ ec ane cee oo a we naah came + 10A 

De ARS REAL ena Serer ren a oR og Pe ape Seer a OA 

MARR RBGD  o rads veers See ocar eect e was aly ew ROE + 40C 
ace Makers—Not Pactory «22.006 bs<.ccc08 + 15A 
Lacquer Workers. 

SECC RRA NPT CORT Ie TER ATR co tte eae Re + 10A 

a Aa reer Rone One AD AME Saran Ca pee nae EET ta + 225A 
Bandetine Gardeners: < <2 s.:0i05s <e:se-se ares e's — 10A 
Laundry. 

EO APUOES: Vile seh anon seers oreo ars OA 

CANMIEMEEES: fou lsstseser ois escostw Sacer + 20A to+ 40A 
PAWVEER: \o oo sin caKsen cause anie sae — 5A to— 154A 
ee CAR Soe a eee PR tate Wee ape We Oy GFE EERE Saree OA 
Tietber KoaOr ens) sc. cers Sw 'e-aiyca-a wee oto toners are were os OA 
BDEAPIA@E. Scos.6)si5s ecw Sa 8 ava wien Na eas OA 
Life Saving Service (See Coast Guard). 

TARTROUBE SICENETS 25 -i 55: edoiecs ewe Oe gee es + 5B 
RGERUMOUISC GDREVIOR: os ere isoeyr ais essa is sae + 15B 
SRE VARIETIES ove la.'5.6ccc0nre sx5-0 are’ elo wcereat. oo eal + 50C 
Linoleum Factories—See Factories. 
Liquor—Manufacture or sale of. 

Beer Pumps. 

RUROMIRIE ND. | Sc0: 4 05scctec,-0 ocx oxi: SUB rea ayers oenree + TOA 
ATT oii eo pec seinen er cea se sl we + 90C 
Billiards, Pool and Bowling Alley. 

Proprietors, managers and clerks........ + TOA 
TST | oe a RO ogee iy SEA NRPS Noite iy terme wee + 90C 
Bottlers of Beer. 

Proprietors, managers and clerks who do 

not solicit for business or make collec- 
RISERS rns )0 10a 5, wih ew wean Slay ere ase wea esate + 5OA 

Who solicit for retail trade or make collec- 

ORS. ea os oncom nie ae ae te + TOA 

POreniem, JOUTNEYMER 60... dae secs +- TOA 

DOU ETS TAB OUEES A650 bois wa seiner saree + 90C 


Thursday 


Breweries. 
Proprietors and managers—financial duties 
1, SCD OIRO IC ee IC CT -P 
Other proprietors and managers.......... to 
Superintendents .......eesceceescoecee a 
()) AT SR eee aera renee rer ce Mee + 
Traveling salesmen and collectors—visiting 
wholesalers and jobbers ............- fe 
Traveling salesmen and collectors visiting 
PERANY GROLES ooo 5 tice ees cc wieteinroee eis sia's a 
Engineers and firemen ........--.++++> + 
GEREN golfer «4 goes © cisie versitile oi oie a: /einieiel sie se oo 
TOMMRCELG. Scots 6 cornea e eG nee hele Nees + 
Journeymen, malsters .........++++e+00- + 
VOCE QUGLOT Soc sais 6.5 are sie ernie: ese nie seiecs + 
Distillers 
Proprietors, managers, clerks and superin- 
SE ona kg orb acne oe ineenitieia wea mies + 
Traveling salesmen and collectors who deal 
Wh Teta WEEE oc cece ce eeesceewnes + 


Traveling salesmen and collectors who sell 
warehouse certificates to wholesalers and 


SGDOETS!) <locclessore esis: sie.tieivselnin sa pete eees aa 
Compounders of liquors ..........---+4- “+ 
Engineers and mechanics ............++.- + 
Foremen and employees .........-++-++ + 


Family Liquor Stores and Mail Order Houses. 
(Where liquor is sold in sealed packages 
only.) 
Proprietors, managers and clerks........ + 
(Where liquor is sold by jug or in un- 
sealed packages.) 
Proprietors, managers and clerks........ + 
Grocers with Bar. 
Same as saloonkeepers. 
Hotels, Restaurants and Clubs with Bar. 
(If first-class of large size.) 
Proprietors, managers and clerks who do 


not personally serve liquor ........... of 
(Average.) 
Proprietors, managers and clerks who do 
not personally serve liquor..........-. + 


(All types.) 


404A 
T0A 
50A 
SOA 
5OA 
TOA 


10A 


TOA 


40A 
40A 
40A 
50A 


30A 


50A 


20A 








CONFIDENCE 











Years of Faithful service and 
cooperation and_ honorable 
business dealings have gained 
for this Company the un- 
questionable standing and 
confidence of its policyholders 
and agents. 


Attractive general agency con- 
tracts with unusual oppor- 
tunities for reputable, industri- 
ous salesmen desiring perma- 
nent connection with a strictly 
aggressive Company. Modern 
policies containing Double 
Indemnity and Total Dis- 
ability features. 


‘Write for information 
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Proprietors, managers and clerks who tend 


Hae GeCAMOMAUE 5 Shae crcscccc caer eens + 
Proprietors, managers and clerks who tend 

DAG GOMIABIG so acarersee oc ceenenneene ae eres of 
Cooks and chefles ...i..6 66.05% + 20A to + 
WAGON ena hoeccunaneneswns eee awcanee wes a 
Servants and Helkboye . .....0sccccccccces ao 
NGMIOIAIES, wie cocvceec cons acnas + 15A to + 
WAOUIAEOE: Pov noc come cisewnwee es + 30A to + 
NAPICHOEE oo 25 0c co qasie caecs nse acees eae + 
Porters: 2... Made Maeda awa ee eee es + 

Malsters. 

Who have been connected with brewery 

Wie TW GORE ic oo. 05 ik co sce ee tess + 


Who are connected with brewery or who 
have been within five years or expect to 
We CONUCRONG cede ac bcamicsicebecceces + 
Vineyard .Employees. 
Depending on handling of wine.+10A to + 
Saloons. 
Proprietors and managers not tending bar 


BOGWAGIE cc ek swine weve ninhde ewe welnes 
Tendeme Wat regularly: «6 oc. ois os coc cess a 
Hate cc borden cdisewoctwcescncuneds 7 
DOOM oe eves eas ewan we cucueeeees + 


Wholesale Houses. 
Proprietors and managers, financial in- 
MORES QUE ou cerca no etn awn eeRee one —_ 
Clerks, cashiers and bookkeepers......... aa 
Proprietors, managers, clerks and office 
force who occasionally solicit for busi- 


ness. Of midke CONECOHS. .. 6c. cs ceces aa 
Traveling salesmen and collectors who sell 
to wholesalers and jobbers only........ a 
Traveling salesmen and collectors who 
Weal wath feta trade . . 2. 0. cecees od 
Winehouse cellarmien .......62..006.00: + 
Lithograpueee. scoot kde sineccte cee cecenutaets a. 
Livery Stable. 
TM HONMIGLOES. < cere ace atin Ga coran ones ents eee + 
RQMRIMINE Fate cer ceiee ohio ahora tc oo a wo were a Wiese a 
TOHMNES CHMEIORCES: Cis Gren niecdacetasnnes + 
Longshoremen and Lightermen. 
RRB RNS tas Soo se ceo Vice na acne os ome e te + 
WOM GOD onda ac oc ogc ce eacnsnly ee wielees + 
Lumber. 
CGoMe ir CHIP: fied os cw eins wesc necsees wes + 
Dressers, graders, lumbermen............. + 
DGS, ACRleE. CHUCREE oe ecw econ seese 4 
Inspectors and foremen ...........esee00. a 


Loggers—who ride logs or work on booms...+ 
Raftsmen, cable operators and hook tenders 
EC 1), a i oP eee a 


M 
Machinists—Unless special hazard............ 
MEAINGUEINES oboe W7i bien. oo ocala ne tecenaatannes + 


Managers—Unless in hazardous occupation... 
Manufacturers—Unless in hazardous occupation 
Marble Workers—See Granite Workers. 
Marine Service. 
Ocean Liners—3,000 or more gross tonnage, 
plying within Temperate Zone—not tramps. 
Captains, Ist, 2d and 3d officers......... 


} 


Physicians, pursers, chief stewards....... + 
ieiicete, WSC AG BO. 6 5c. cdc ne eect ee's a 
WAG RNS ay none ss Saew ceva valseneeges é + 


Stewards and cooks (no liquor served)...+ 
Stewards and cooks (liquor served)...... + 
Sailors, oilers and water-tenders......... oe 
BHOMOGES: ccroucpels owiie sce Sie slnee dee sas sant + 
Ocean Steamers of less than 3000 tons plying 
within Temperate Zone. 
Officers and engineers ...............-.- + 
Others same as on larger ships. 
Tramps and Steamers Going to Tropics. 
Apply above ratings + proper tropical 


rate. 
Ocean and Great Lakes—Sailing. 
Officers, including pursers .............. ao 
Stewards: and Cooks. jccos ccc secu ecw a 
WEIMAR Fs cea hale 6 ola wie Ss Oct kcraiertreleuielen eres oe 
RCUPENN OW GMO eo od dele esen rel denen + 


Great Lakes—Steam. 
Officers and engineers on steamers of reg- 
ular lines of 2000 or more tonnage..... tL 
Officers and engineers on steamers of regu- 
lar lines of less than 2000 tons or on 
tramp steamers of any tonnage......... a 


(To be continued) 
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Grady H. Hipp Appointed 

Jesse S. Phillips, Superintendent of Insur- 
ance, announces ihe apointment of Grady H. 
Hipp as chief actuary in the Albany office of 
the New York Insurance Department. On 
February 1, 1919, Mr. Hipp was appointed 
assistant actuary in the bureau of which he 
now becomes the head. He has been in close 
touch with the questions coming up before the 
bureau, and has devoted much time and study 
to the matter of the valuations of life com- 
panies and other problems of insurance super- 
vision. At present he is serving as chairman 
of the sub-committee on fraternal blanks of the 
National Convention of Insurance Commis- 
sioners’ Committee on Blanks. 

He was born at Old Town, S. C., in 1893. 
After his graduation from Newberry College, 
Newberry, S. C., he filled a year of post gradu- 
ate work in the University of Virginia and 
another year in the University of Wisconsin, 
specializing in political economy, mathematics 
and insurance. He is an associate member by 
examination of the Institute of 
Actuaries. 

Mr. Hipp became connected with the actu- 
arial division of the Wisconsin Insurance De- 
partment in June, 1912, where he was assist- 
ant actuary for some years preceding his en- 
listment for military service in June, 1918. In 
Wisconsin he had charge of the valuations of 


American 


fraternal societies and life companies and of 
a number of examinations of such societies 
and companies. In his more recent connec- 
tion with the New York Insurance Depart- 
trnent he has become familiar with the duties 
which he will assume as head of the Actuarial 
3ureau at Albany. 


New York Life Underwriters 


The regular monthly dinner and meeting of 
the New York Life Underwriters Association 
was held on Tuesday evening at the Ark- 
wright Club. The speaker for the evening 
was Frederick H. Nymeyer, director of sales 
for Sutro-Kimbley, brokers. Mr. Nymeyer, 
who has made a remarkable record as a sales- 
man in his own line, gave a talk calculated to 
arouse the enthusiasm of the most somnolent 
salesman ever born. He passed on to his hear- 
ers many experiences illustrative of sales 
physchology. 

The New York association, under the capa- 
ble direction of Lawrence Priddy, chairman 
of the membership committee, is working hard 
to do its share in doubling the membership of 
the local association before the end of the 
month. A large number of new members have 
been already secured and Mr. Priddy is now 
organizing a final campaign to fill out the New 
York quota. 

Retirement of Warren M. Horner 

On July 1 next, Warren M. Horner of 
Minneapolis, who has been in the life insur- 
ance business nearly twenty-seven years, of 
which twenty-four years were spent in the 
service of one company, has decided to retire 
from that business, in order to become identi- 
fied as president with a company manufactur- 
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ing oil burning equipment. He has tendered 
his resignation to the Metropolitan Life In- 
surance Company of New York, and also to 
the Minneapolis Association of Life Under- 
writers. In closing his active connection with 
the business Mr. Horner takes occasion to 
characterize it as “a wonderful vocation in 
service to humanity and in its broadening and 
educative influence upon the individual. For 
these reasons and the fact that it offers ample 
fiscal opportunities, it should attract young 
men and women of ability, and once under- 
taken as a vocation, should not be discarded 
without most deliberate decision predicated 
upon all important reasons.” 

Mr. Horner’s many friends in the life in- 
surance business will regret his decision to 
withdraw from it, but will wish him the most 
liberal success in his new venture. 

At the May meeting of the Minneapolis 
Association of Life Underwriters, Mr. Horner 
made an interesting address, and the associ- 
ation refused to accept his resignation, testify- 
ing instead their appreciation of the value of 
his continued association with its organization 
by electing him an honorary member. 


New Officer of National Life, U. S. of A. 


Dr. Walter A. Jaquith has been appointed 
vice-president and medical director of the Na- 
tional Life of the United States of America in 
succession to Dr. A. W. McClave, resigned, 
and will take up his duties in Chicago on July 
1. The new appointee goes to the National 
from the Prudential, of which company he has 
been the medical director since 1913. Born in 
1874 in Ontario, Canada, Dr. Jaquith has 
steadily advanced himself by sheer merit, ac- 
quiring honors in his profession and achieving 
important posts in the medical and underwrit- 
ing departments of the life insurance business. 
In the seven years during which he practiced 
medicine in Chicago he became secretary and 
twice president of the Chicago Medical Ex- 
aminers Association. He was for several 
years lecturer on urinary diagnosis at the Chi- 
cago Post Graduate School. After going 
East in 1905, Dr. Jaquith became, in turn, mem- 
ber of the executive committee of the Associ- 
ation of Life Insurance Medical Directors, 
second vice-president, first vice-president, and 
in 1917, president of that body. He has found 
time to travel extensively in the United States 
and Canada, to acquire first hand knowledge 
of local hygienic conditions, and to appoint 
and instruct medical examiners. 


Commissioners Ruling in Utah 


Unions in Utah that grant insurance benefits 
must place themselves under the jurisdiction 
of the State Insurance Commissioner, other- 
wise they will not be recognized by the law 
and members so insuring will do so at their 
own risk, as they will have no redress in case 
of dissatisfaction. This information has just 
been given out by Commissioner Wells, who 
found that many union men in the State of 
Utah were paying dues, part of which went 
toward helping to carry a sum of insurance. 
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Darwin P. Kingsley Thirteen Years Presi- 
dent of New York Life 

Thirteen years ago, on June 17, 1907, Darwin 
P. Kingsley was elected president of the New 
York Life Insurance Company. The period of 
Mr. Kingsley’s incumbency in this important 
office has been marked by great progress on the 
part of the company. Its premium income has 
grown from less than $80,000,000 in 1907 to 
$124,729,476 in 1919, and its payments to policy- 
holders from about $48,000,000 in 1907 to $116,- 
174,622 in 1919. Similarly the insurance in 
force has advanced from a trifle over $2,000,- 
000,000 in 1907 to $3,127,920,086 at the end of 
1919. These vast figures are indicative of a 
high degree of administrative talent, and in a 
measure denote the progressiveness which has 
characterized Mr. Kingsley’s conduct with the 
business of the New York Life. 

Mr, Kingsley has not only reached the front 
rank in the life insurance business, but has made 
his influence felt as a master force in the life 
of a nation. His opinions are sought by the 
public on the major questions of the day. He 
was recently elected president of the Chamber 
of Commerce of the State of New York, and 
is now serving abroad as a member of a dele- 
gation of the country’s foremost financiers and 
business men invited by prominent interests in 
Japan to visit that country for the investigation 
and betterment of trade relations and the ad- 
vancement of international amity. 

Vice-President Thomas A. Buckner has sug- 
gested to the agency force of the company that 
every agent in the United States and Canada 
should do his best to round up the largest 
amount of bona fide business he can close and 
have examined during the week June 14-19. 
While such business is to be reported in the 
usual way, a special card has been prepared 
upon which the business of the week named 
will be reported directly to Mr. Buckner by 
each agent. The purpose is to give Mr. Kings- 
ley a rousing welcome upon his return home in 
July in recognition of the completion of his 
thirteenth year as president of the New York 
Life, and the agents of that enterprising in- 
stitution may be relied upon to do their share. 

San Jacinto Life Agents’ Meeting 

In the course of his address at the annual 
agency convention of the San Jacinto Life In- 
surance Company at Beaumont, Tex., recently, 
George Waverly Briggs, former Commissioner 
of Insurance and Banking of Texas, and now 
vice-president of the City National Bank of 
Dallas, made the following remarks as to 
qualifications of agents: 

Just what the qualifications of an agent 





Insurance Sales Letters 


Open the way to real business—create a keen 
realization of the value of adequate insurance and 
prepare the way for a personal call to close the a 
cation. More than 400 salesmen are using ull’s 
sales creating letters for life, accident, partnership, 
corporation and fire business. An insurance com- 
pany official writes, “‘Am well pleased with the letters. 
Shall be able to make effective use of them.” Re- 
quest particulars—ask for folder 11A. 


WILLIAM S. HULL Madison, Conn. 
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should be is a problem too complicated for a 
single mind to solve; too varied and perhaps 
too variable for settlement within a brief pe- 
riod of time. It is best determined by pro- 
cesses of evolution, responding alone to the 
dictates of experience and the wise use of the 
power of the State and the persuasion of the 
trained and _ skillful intellects composing the 
more substantial body of insurance agents. 
To this end we should incessantly preach the 
doctrine that the selling of insurance should 
he business-like, scientific and dignified and 
that its ideal is approached as we rid the field 
of ignorance, incompetency and listless interest 
in its welfare. To come eventually to the time 
when it is a profession, marked not alone by 
the highest precepts of professional ethics, 
but as well by the universal example of its 
exponents, is to accomplish, in the interest of 
the public weal, an undertaking of scarcely 
less importance than the result of our efforts 
to maintain by rigid laws and regulations and 
a proper sense of business responsibility, the 
integrity of our reserves and the financial 
vigor and strength of the institution of insur- 
ance which they denote. We are living in an 
age of specialists and all business of more 
than ordinary magnitude, and particularly of 
more than ordinary: public responsibility, re- 
quires their services for its maximum develop- 
ment. Hence the ultimate, the final, object 
should be the acquisition of experts in every 
line of insurance—men and women trained 
carefully in the technique of its usages and 
familiar with all means of applying its bene- 
fits—to the end that the greatest good may 
flow from its beneficences. All this, I believe, 
may come if we but strive with diligence, and 
above all with patience, for its consummation. 








Dinner to T. A. Buckner Contest Winners 

The contest conducted by the New York Life 
Insurance Company during the months of Feb- 
ruary and March as a testimonial to Thomas A. 
Buckner, vice-president of the company, re- 
sulted in the enormous sum of $157,708,464 
being paid for by May 22. The winners in the 
contest were invited to New York on Monday 
of this week and a dinner, at which eighty- 
eight of them were present, was given at the 
Waldorf-Astoria. In addition to the delegates 
a number of company officials were present, 
including D. J. H. Findlay, the well-known 
educator, and Alva Johnson, president of the 
Baldwin Locomotive Works. Both these men 
gave short talks, in which they paid tribute to 
the service which Mr. Buckner has given the 
New York Life during his forty years’ connec- 
tion with that company. 

Harry B. Rosen gave two prizes at the din- 
ner, one a silver trophy to the $200,000 Club 
man who paid for the greatest excess over his 
allotment and one of $250 in Liberty bonds to 
the new man appointed after February 1, I919, 
with the largest excess over his allotment. This 
latter prize was won by T. E. Haley of San 
Francisco, who paid for $315,000 in the two 
months. His father is an old and honored New 
York Life man and a member of the Big Club. 
A silver trophy was also presented by E. J. 
Deibel, president of the $200,000 Club, to the 
agent paying for the greatest number of ap- 
plications. 


-The address made by Lester J. Saul at the 
fifth anniversary celebration of the Perez F. Huff 
general agency of the Travelers of Hartford has been 
published in pamphlet form. 
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PITTSBURGH, PENNSYLVANIA 





The 


PERFECT 
PROTECTION 
POLICY. 


OF THE 


RELIANCE LIFE 








gives you something absolute- 
ly new and different to talk 
to.your prospects. Gives you 
a chance to earn more money 


than you are now making. 


Our Life Insurance Contracts 
contain the most up-to-date 
clauses known to the Insurance 
World. The Accident and 
Health gives full protection 
for at least a third less cost 
than regular casualty com- 
panies. Our agency contracts 


are as liberal as can be made. 


WRITE AND WE WILL TELL 
You More ABouT OURSELVES 


Reliance Life 


Insurance Company 
of Pittsburgh 


Farmers Bank Building 














day 











Auto and Marine Insurance 


AUTOMOBILE AND 
MARINE INSURANCE 








MERCHANT MARINE ACT 
Insurance Provision Follows Text Prepared 
by Representative Edwards 
After a long fight on a number of its sec- 
tions, the merchant marine bill was finally 
passed by Congress last week shortly before 
adjournment. The insurance section of the 
measure, as finally passed, was not that recom- 
mended by the Senate, but the provisions sub- 
mitted early in May by Representative Ed- 

monds of Pennsylvania. 

It is provided that nothing contained in the 
anti-trust laws shall be construed as declar- 
ing illegal “an association entered into by 
marine insurance companies for the follow- 
ing purposes: To transact a marine insurance 
and re-insurance business in the United States 
and in foreign countries and to re-insure or 
otherwise apportion among its membership the 
risks undertaken by such association or any 
of the component members.” 

The term “association” is construed to mean 
any association, exchange, pool, combination, 
or other arrangement for concerted action, 
and the term “marine insurance companies” 
is held to be any persons, companies, or asso- 
ciations, authorized to write marine insurance 
or re-insurance under the laws of the United 
States, or of any State, district, territory or 
possession. 








“all kinds of Insurance 
on Automobiles” 


FIRE : THEFT 
COLLISION LIABILITY 
PROPERTY DAMAGE 


AUTOMOBILE INSURANCE EXCLUSIVELY 


American Automobile 
Insurance Company 


Pierce Building, ST. LOUIS, MO. 


LAWRENCE B. PIERCE, Chairman of Board 
CHAS. W. DISBROW, President 
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Auto Accidents in Massachusetts 

Motor vehicle accidents during April, 1920, 
were nearly four times as many as during the 
same month last year, according to a report of 
the motor vehicle branch of the Massachusetts 
Department of Public Works. The number of 
accidents in April this year was 1882, and for 
the first five months of the year 5744, more than 
double the number in the same period of last 
year. The department has asked the Boston 
agents and company representatives to attend a 
conference to establish a programme of edu- 
cation on accident prevention. 


Reciprocal Exchanges Organize 

The National Association of Reciprocal In- 
surance Exchanges has organized with these 
officers: President, George R. Christie, Hous- 
ton, Tex.; first vice-president, R. J, Mullen, 
Philadelphia (others are still to be chosen) ; 
secretary, W. F. Brandenburg, Kankakee, IIl.; 
treasurer, John L. Parham, Chicago. 


G. F. Duerr With Providence Washington 

George F. Duerr of Minneapolis, Minn., has 
just been appointed special agent for the Provi- 
dence Washington of Providence, for Minne- 


sota. 


National Benefit Entering United States 

The National Benefit Assurance Company, 
Ltd., of London, has applied to the New York 
State Insurance Department for admission to 
this country and hopes to be able to begin 
business by July 1. It will do a marine busi- 
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To Reimburse Insurance Companies 

Frank L. Travis, insurance superintendent, 
is planning to ask the next legislature for a 
small fund to be used to reimburse insurance 
companies making mistakes in their reports 
and the payment of taxes to the department. 
A large number of the reports are found to 
have errors of more or less consequence. One 
company paid $256 too much this year in its 
premium tax account. There is no way for it 
to get this money back except through an act 
of the legislature. In many instances the de- 
partment discovers discrepancies in the reports 
and has to send to the companies for addi- 
tional fees. The most of the mistakes, how- 
ever, are on the part of the companies which 
pay too much money. The proposal of the 
department is to have only a small fund avail- 
able so that this money may be returned. The 
sums usually are too small for the companies 
to make any effort at collection. 


Wolverine of Lansing Licensed 

The Wolverine Fire of Lansing, Mich., has 
been licensed to write fire, automobile, tornado 
and sprinkler leakage insurance in Michigan. 
Robert K. Orr is president, Clarence E. Holmes 
is vice-president, Bernard B. Smith is secre- 
tary, and Robert Y. Speir is treasurer of the 
Wolverine. 


The Pacific Underwriter Insurance Chart 
1920 has been issued by The Pacific Underwriter. It 
presents 48 pages of statistics relating to fire, life and 
miscellaneous phases of insurance as transacted by 
companies doing business on the Pacific Coast, 
arranged in various convenient tabulations. 





for 





ness under the manage- 





ment of the Trans- 
marine Underwriting 
Agency, Inc. This lat- 
ter agency is also ma- 
rine manager for the 
Importers & Exporters. 

The decision to enter 
followed the recent 
visit of Maurice Diaz. e 
Managing marine un- Fire 
derwriter of the Na- 
tional Benefit, to this 
country. Mr. Diaz 
looked the field over 
thoroughly before mak- 
ing a recommendation 
to his company. The 
company will not write 
fire risks at present, but 
expects to later. 

The National Benefit 
Assurance has a_ sub- 
scribed capita! of 


£101,276 has been paid 
up. During I9gI9 its net 
Marine premiums to- 
taled £195,601, out of 
which a_ reserve of 
£115,810 was set up, 
leaving a profit over all 
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The IMPORTERS 
and EXPORTERS 
£247,350, of which INSURANCE COMPANY 


17 South William St. 





New York 











expenses of £54,878. 
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Fire Insurance 


FIRE INSURANCE 


NEW YORK SURVEYS 


It Pays to Advertise.—Most of us are 
familiar with the beautiful verse: 








“The man who by his biz would rise 
Must up with the morn and advertise.’ 


As an illustration of this fact the Insurance 
Society of New York wished, in order to com- 
plete its file, to obtain a copy of the annual 
report for 1885 of the New England Insurance 
Exchange. This fact was duly set forth in its 
last “News Letter,” and within a few days the 
desired document with the most gracious com- 
pliments came from E. G, Richards, formerly 
manager of the North British and Mercantile 
Insurance Company. Two things were accom- 
plished by this advertisement. The first was 
that it completed the file and a pleasant touch 
was made with a valued member of the society. 

Skirted Rags.—This technical expression 
is not come across too often to be worthy of 
special note. It came to the front in connection 
with a clean woolen clipping risk in which was 
also stored what were called ‘cleaned rags.” It 
develops, however, that the rags in question are 
known in the trade as “skirted rags.’”’ These 
rags are the outer pieces of clothing from 
which the buttons, and lining and/or trimming 
have been removed. The rags are then cleaned 
in the sense of the dirt being shaken out and 
cut into fairly small pieces; then they are baled 
and ready for sale to the trade. 

Annual Meeting, English and American. 
—The British companies make very much of 
their annual meeting, it evidently being a fairly 
stated proceeding. One seldom hears anything 
of the American company annual meeting, al- 
though it emerges in form of an annual report, 
especially in the case of the life companies. 
It would be interesting to know why these dif- 
ferent practices have grown up. Perhaps, in 
the beginning, our cousins across the water con- 
sidered the proceedings of sufficient moment to 
receive consideration, and it has continued to 
the present time. These annual meetings do 
afford an opportunity to the manager to set 
forth in a very interesting way, not merely the 
work of the year which has passed, but also the 
prospects for the ensuing year. 

A War Memorial on William Street.— 
Inasmuch as the Street may now be considered 
permanently settled in its present neighborhood 
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New York 
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for this generation, would it not be a noble thing 
to those, both the living and the dead who served 
in the Great War, to erect a permanent me- 
morial? Such a memorial on a prominent 
corner would serve as a constant inspiration to 
the passerby, and show them we honor those 
who gave such service to the world at the 
time of great need. While we usually shrink 
from suggesting new committees, this is one 
of the things which we think might well be 
taken up. 

On the Naming of Policies——There still 
remains much to be done by the publicity men 
of our companies in the naming of policies for 
different kinds of risks. The recent weather 
policy, for instance, is unnamed as yet in a 
proper way. Why not offer prizes for this 
after the manner of Life, which christens its 
pictures quite frequently in this way. 

A Warm Entertainment.—We note that 
at the recent convention of the National Fire- 
mens Association they took a recess to watch a 
fire which approximated $400,coo. May we sug- 
gest that there may be some simpler and less 
costly way to entertain visiting firemen than the 
extensive provision made at this gathering. 
After all, $400,000 is quite a large sum to pay 
even for a national convention. 

Prospects and Fulfilments.—The differ- 
ence between these two words is brought home 
by the results of a recent fire prevention device. 


Out of approximately 100 prospective custom- 
but two-thirds qualified for acceptance, 
while the number of those that carried the mat- 
ter to completion was one in ten. This shows 
a heavy overhead cost in attempting to sell the 
device due to the non-completion of a contract. 

A Valuable Removal.—One company 
which had been a bit on the outskirts of the 
Street for some time found a very appreciable 
increase in its business when it got nearer the 
heart of the insurance district. This illustrates 
the fact that there is an advantage in being “in 
with the bunch,” so to speak. The experience 
of this company well illustrates that fact. 


ers 


A Graded Commission.—The question 
has often been mooted as to the possibility of 
grading the commission to the broker and/or 
agent according to the amount of the premium. 
It has never met with a great deal of favor in 
this country, but from another land the in- 
formation comes that it is in practice, especially 
in connection with workmen’s compensation. 
The illustration furnished is that, in a. premium 
amounting to $5000, there would be a certain 
percentage on the first $1000, a lower one on the 
On the final amount it would 
come down to about 2% per cent. 

Three Booklets.—Through the courtesy 
of two insurance companies three booklets have 
recently been printed which are contributions to 
The first is The Fire 


next, and so on. 


fire insurance literature. 


REINSURANCE ONLY 


GLOBE NATIONAL FIRE INS. CO. 


SIOUX CITY, IOWA 


Paid Up Capital $1,000,000.00 
EDD G. DOERFLER, Secretary and Gen’! Mgr. 
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WORKING ’TOTHER END 


It is Easier to Work the Legs But Far 
Less Remunerative 


NETHER LIMBS NOT ESSENTIAL 


A Legless Sportsman and a Paralyzed Agent W! o 
Are Sermons for Those Not Handicapped 


Out on the Pacific Coast at Portland lives 
the “Legless Newsboy and Wonder Fisherman 
of the West,” as he is locally called. Although 
legless this man is a magnificent sportsman, 
having a reputation as a salmon fisherman and 
an all-around fishing expert. He gets over a 
difficult trail quite as well, although not as 
fast, as a trail traveler who has stout legs. 
He says that he has taken for his motto, “Never 
give up.” 

Doubtless should this hero sportsman turn 
his attention to life insurance he would make 
a great success. 

Up in a New England town some of us used 
to know a particularly successful agent who 
was paralyzed from his hips down, propelling 
himself along his route in a wheeled chair. 
Such men as these make some of us grumblers, 
who are not handicapped in any way, feel 
ashamed of ourselves. It is a blessing which 
we seldom think about to have all of our 
physical powers. 


Tue Easiest Way 


But the fact is that many of the soliciting 
clan rely a little too much on good legs and 
quick moving feet. It is a great deal easier 
to put and keep the feet in movement than it is 
to work the thing, whatever we call it, at the 
other end of the machine. 

One of those old-time wonderful New Eng- 
land cooks once gave some advice to a bride 
of three months. “Dearie,” she said, “don’t ye 
be leanin’ more than ye has to on cookin’ books 
and sich. Mos’ of th’ good things I juggles | 
juggles out’n th’ cook book inside my gray old 
head. Ye’ll never be much of a cook if ye 
don’t work yer brains and work ’em hard.” 
And it was one of the greatest of landscape 
painters who ever lived who gave his famous 
receipt to an art student: “I should advise you 
to do as I do—mix your colors with your 
brains.” 

Into a New York life insurance agency was 
taken a young man fresh from college. It was 
a successful agency, and the young man was 
engaged as an understudy in soliciting by the 
general manager. From the very first day he 
would bring to the manager all his difficulties, 


New York and 


wanting a definite formula for everything 
which he did, from opening the outer door of 
a prospect’s office until he hit the deor again— 
and that kind generally hit the outer door a 
second time pretty quick, and don’t get a chance 
to go in again. 

At length the manager said, “Young chap, 
you'll never write life insurance until you learn 
how to use your think block! In this biz there 
are no fixed rules. It isn’t like the old ‘Rule 
of Three.’ ” 

A little later the fellow who wanted solicit- 
ing reduced to the “Rule of Three,” decided 
to take a stool as a subordinate bookkeeper at 
twelve plunks per—he’s squatting there yet. 

There used to be a cut and dried collector 
for one of the big industrial companies. He 
was honest, indefatigable, and kept working 
his legs on his rounds long after the average 
chap had hit home, his evening paper and an 
arm chair. In winter the ends of his fingers 
were generally through his tattered gloves, and 
he was frequently as shabby as he was indus- 
trious with the wrong end of him. He was 
built that way, and he’d never taken the trouble 
to cure himself. His was the disease of too 
much leg and too little brain wag. He had 
been in the business for twenty years, and he 
hardly knew the names of the industria! com- 
panies doing business in New York. He was 
never a Lincoln disk ahead of the game, and 
yet he wagged his legs on and on. Most likely 
they wiggled in his sleep. When by accident 
he hit a prospect, he ejected the lingo he had 
been taught by somebody. He was like a fish- 
erman who presents the same bait in the same 
manner to minnows and whales alike. He never 
caught a whale and he caught mighty few 
minnows. 

THe HapuazArp MetHop 

Of course, if you are flinging stones at a 
bottle, and gather a big heap of stones, if you 
shut your eyes and sling stone after stone with- 
out any thought of where the bottle stands, 
sometime, if you fling enough stones, you may 
hit the bottle. A surer way is to open your 
eyes and use your think machine with every 
stone you fling. The first falls short. You 
mentally measure how much, and correct your 
aim. 

In soliciting insurance, the bottle is con- 
stantly changing its position, and, indeed, the 
difficulty in hitting it changes in endless ways. 
Even the kind of projectile you fling must never 
be twice the same. That requires working 
something different from shoe extremities. 
And in these davs of expensive shoes we ought 
to try to decrease the wear on them. Working 
the other end is comparatively inexpensive. 
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Nowadays we don’t even wear nightcaps, and 
although hats cost a good deal, the chap who 
works his brain doesn’t wear out any more hats 
than the other kind of a chap, and the latter 
is certain to have less stuff for buying hats and 
paying the rent. 


Mix Wir Brains 


You fellows of the industrial rate-book, work 
your brains! Once a week give up an entire 
long evening to the careful study of the best 
life insurance journal to which you can sub- 
scribe. Make yourself absolutely familiar with 
the details of all the companies that do busi- 
ness in your locality. Every time you collect 
a premium have something new, interesting and 
pleasant to say to the person you meet. Know 
all about the families with which you do busi- 
ness. If little Mary Jane has the whooping- 
cough, don’t forget to ask about her, and ask 
about the old grandmother who is losing her 
eyesight. 

Keep your mind forever on the job and 
always alert to the veriest atoms in the lives 
of those you come into contact with. And 
when you hit a real prospect, don’t sling him 
the same stale tongue-wag you found success- 
ful a year or so ago. The game you seek is 
always different, and hence the necessity for 
constantly changing your methods of approach. 

Yes, wag your legs, but as you do so don’t 
forget to work and work unceasingly ’tother 
end. 


What Next? 


You have secured an application and of 
course, you are somewhat elated and in a spirit 
of self-congratulation and properly so—but, 
what next? 

Do you feel that it is now up to you to take 
the balance of the day off in self-amusement? 
Not if you are wise, and a successful business 
man. Not if you recognize business possi- 
bilities and your duty and obligation to your- 
self. Not if you realize that having just 
secured an application you are now in the best 
possible frame of mind and condition to tackle 
another prospect. You ought to know that i 
the flush of your victory just won, you are in 
the best kind of shape to speedily and more 
easily win another victory and if you are a 
wise, conscientious agent, you will not hesi- 
tate or lose a moment of time in putting your- 
self in contact with another prospect. 

What next? Go at once in search of the 
prospect, bearing in mind that the securing of 
one application entitles you to secure another 
and—be sure you get all you are entitled to— 
Preferred Pilot, 
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Andrew Kenny Celebrates Completion 
of 30th Year with Company 





SEVERAL NEW QUARTER-CENTURY MEN 





Promotions to Assistant Superintendencies An- 
nounced in Uniontown, Pa., Cleveland, O. 
and Western Agencies 


Andrew Kenny, the Prudential’s assistant 
superintendent Chicago three district, is now 
enrolled as a member of Class F, Old Guard, 
having been employed continuously for a 
period of thirty years. A celebration was held 
recently at which many speeches felicitating 
Mr. Kenny were made. His fellow assistants 
tendered him a banquet at the La Salle. In- 
cluded as guests were the members of Mr. 
Kenny’s staff. 

F. M. House, a member of the agency corps 
of the Detroit two district, comes to swell the 
ranks of the quarter-century men of Class E 
of the Prudential Old Guard. He has an ex- 
cellent record in the matter of low arrears and 
maintains a good ordinary and industrial ac- 
count. His many friends offer him congratu- 
lations and wish him further success along 
the lines of Prudential stewardship. 

Twenty-five years of faithful continuous 
service is also the record of Agent Henry W. 
Oatman of the Troy, N. Y., district. He has 
been presented with the diamond locket and 
certificate of Class “E” membership, Pru- 
dential Old Guard. 

Assistant Superintendent Lewis B. Thomp- 
son of the Paterson, N. J., district, is a third 
Prudential man who has just celebrated 
twenty-five years of service with the company. 
He also has been presented with the diamond 
locket and certificate. 

The Royal Connaught hotel at Hamilton 
Ont., was recently the scene of a very en- 
thusiastic Prudential gathering, the occasion 


being a dinner and business meeting tendered © 


by the company to Superintendent F. B. Hil- 
liard and the Guelph, Ontario, staff in honor 
of Mr. Hilliard’s twenty-fifth annivesrary with 
the company. Besides the Guelph staff there 
were present a number of invited guests, in- 
cluding some of the company’s medical ex- 
aminers as well as several of the nearby super- 
intendents. The home office was represented 
by Vice-President and Field Supervisor G. 
W. Munsick, Assistant Secretary W. R. 
Konow, Supervisor E. J. MaclIver and Di- 
vision Manager G. H. Chace. After an inter- 
esting and helpful talk Vice-President and 
Field Supervisor Munsick presented Superin- 
tendent Hilliard with the Class E locket and 
certificate of the Prudential Old Guard. 

Superintendent M. L. Mohor of the Boston 
one, Mass., district, has completed twenty 
years of continuous service with the company, 
and is, therefore, admitted to membership in 
Class D, Prudential Old Guard. Another ad- 
dition to Class D is A. E. Stock, agent of 
Boston three district. 

Agent Oker Gorden of Grand Rapids dis- 
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trict recently completed twenty years of faith- 
ful service with the Prudential and is now a 
member of Class D, Prudential Old Guard. 
He started at Grand Rapids on May 1, 1900, 
and, with the exception of one year at Traverse 
City, his entire service was at the first men- 
tioned point. Mr. Gorden is apparently de- 
termined to make 1920 his banner year, as he 
not only has a splendid condition of account, 
but is also eclipsing his best previous efforts. 

John C. Delfs, one of the reliable assistants 
in the Chicago eight district, completed twenty 
years of continuous service with the com- 
pany on April 21, 1920. He is now enrolled in 
Class D of the Prudential Old Guard. 

Agent William F. Sullivan of the Cohoes 
detached office of the Troy, N. Y., district, is 
being congratulated these days by his co- 
workers and a host of friends. The happy oc- 
casion is his recent completion of fifteen years 
of service, receipt of the gold badge and en- 
rollment certificate in Class “C” of the old 
guard. 

Superintendent F. W. Clayton of Kingston, 
Ont., has just completed ten years’ service 
and is receiving congratulations on entering 
Class B of the Prudential Old Guard. 

The following named have been promoted 
to the position of assistant superintendents in 
their respective districts: Marcus C. Will- 
gus, East St. Louis, Ill.; James H. Palmer, 
Topeka, Kans.; Elvin Huston, Springfield, II. 
Agent Charles Hendricks of Louisville, Ky., 
was promoted to take charge of an assistancy 
in Paducah, Ky. It is expected that they will 
meet with continued success in their new posi- 
tions. 

In recognition of excellent work, Agents 
Joseph C. Saderup of Salt Lake City and 
Ernest M. Balfield of Portland, Ore. have 
been promoted to assistancies in the latter dis- 
trict. Constance A. Vyshla of San Francisco 
two has also accquired assistancy honors in 
his own organization. 

Two members of the Uniontown, Pa., 
agency staff were recently awarded promo- 
tions. Agent Geo. Taylor took up his duties 
as assistant superintendent at Fairmont, W. 
Va., on April 19, and his fellow townsman, 
Wm. F. Sauers, was appointed assistant super- 
intendent at Morgantown, W. Va., on the same 
date. 

Agent Geo. A. Fisher of Cleveland one, has 
been appointed an asistant superintendent. 

Vancouver has just completed a four weeks’ 
efficiency contest, the winners being Agents 
Henry Benn and Charles R. Blunden. 


Never Ask a Prospect if He Is Busy 


Never approach a prospect by asking him if 
he is busy. The question suggests to his mind 
that your proposition is not worth his atten- 
tion unless he has nothing else to do, and that 
vou are willing to wait. Never tell him that he 
must or ought to insure. He resents the 
“must,” and the fact of your approaching him 
on the subject of life insurance implies that 
you think he “ought” to do so.—People’s Life 
Leader. 
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JOHN HANCOCK NOTES 


Insurance Issued in One Month $3,000- 
000 Larger Than in Same Month 
of 1919 


NEW HOME OFFICE APPOINTMENTS 





Four Superintendents Celebrate Anniversaries in 
May—Pitcher, of Fitchburg, at 40th 
Milestone 


New ordinary insurance issued by the John 
Hancock Life Insurance Company for April 
is announced as $17,206,140, compared with 
$14,045,675 in the month of April last year. 
Claims paid on ordinary policies this year in 
April were $405,991. In April, 1919, claims 
paid amounted to $422,459. 

On May 24 a new weekly premium agency 
was established at Whitinsville, Mass., which 
involved the transfer of the detached Milford 
district from the Framingham agency and the 
transfer of the detached Whitinsville district 
from the Woonsocket agency. Joseph F. 
Dillon, for thirty years a John Hancock man, 
and since 1902 the assistant in charge of the 
Whitinsville district, has been made superin- 
tendent of the new agency. 

The following new home office appointments 
have been announced: 





Charles F. Glueck, after twenty-three years’ 
service, and since 1908 a home office inspector, 
has been made a member of the underwriting 
administration in connection with the work of 
the Insurance Department. 

Edwin M. Winslow, former superintendent 
of the general transfer agency, has been added 
to the staff of home office inspectors. Frank 
W. Adams succeeds to Mr. Winslow’s post as 
superintendent of the general transfer agency, 
with which he has long been identified. 

May anniversaries of John Hancock vet- 
erans were celebrated in many parts of the 
country by agency staffs, and the following 
faithful servants of the company were honored 
by their associates on their significant mile- 
stones: 


George H. Pitcher, superintendent at Fitch- 
burg, who has been forty years with the com- 
pany, starting in Boston. 

Saunders W. Hart, superintendent in New 
Haven, who has served the company con- 
tinuously longer than any other field associate. 
He entered the employ of the John Hancock 
early in 1880, and has been in New Haven 
since 1890. A great deal of his work was done 
when the John Hancock was little known. 

Henry Seinfel, superintendent of West New 
York, who has not had a single “not taken’ 
in his twenty-five years with the company, 
closed May 20. 

Joseph F. Rogers, who was installed last 
year as superintendent of the new Quincy dis- 
trict, and who completed two decades of serv- 
ice last month. 

The John Hancock Field announces a “Chat- 
terbox” column to be run for the field men by 
a field man, whose purpose it will be to make 
his column “a look up, lift up and lend a 
hand” department. He will make his bow in 
the June number, and field workers are urged 


to co-operate. 

The seventy-seventh birthday of Agent 
James Sykes, the “Grand Old Man” of the 
Lowell district, was celebrated May 19 by 
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the members of the Lowell agency who pre- 
sented Mr. Sykes a souvenir of his service. 

The staff of the Springfield agency held its 
first million dollar issue dinner of the year at 
Clinton Hall, May 21. 

Superintendent E. A. Murphy was 
augurated into the administration of the new 
Hyde Park district by a noteworthy gather- 
ing of guests and staff associates at the district 
headquarters a few weeks ago. 

Herbert S. Boas, superintendent of the East 
St. Louis agency, has resigned and his place 
has been filled by transferring Louis P. 
Flauaus, formerly superintendent of Cincinnati 
two. Harry Logan, assistant superintendent 
of Cincinnati two, has been promoted to the 
superintendency. 

The following assistants have been pro- 
moted from the agency ranks in their districts : 

William R. Parker, Roxbury; James Atehan, 
Auburn; Edward P. Denette, Jr., Webster; 
Chambers N. Hood, Pittsburg three; Thomas 
J. Dorey, Utica; Charlie Ephraimsson, Stam- 
ford; Henry Meyerson, Jersey City; Thomas 
J. Marley, Boston. 

The following have been promoted and trans- 
ferred : 


in- 


Henry K. Fortuin, agent, Woonsocket, to 
assistant, Whitinsville; Joseph Sella, from 
agent, Woonsocket, to assistant, Whitinsville ; 
George W. Glancy, agent, Roxbury, to assist- 
ant, Hyde Park; Frank J. D. Surprenant, 
assistant cashier, Woonsocket, to cashier, 
Whitinsville. 

The following agents have been transferred : 

Charles Kloepfer, Brooklyn three, to New- 
ark; Harry A. Shafer, Long Island City to 
Hoboken; Frederick Fortmuller, Pittsfield to 
Troy; Bernard F. Marron and James R. Mc- 
Nally, Roxbury to Hyde Park; James L. Car- 
roll, Pittsfield to North Adams. 

Other changes announced are: 

Andrew Denehy, assistant cashier at Paw- 
tucket to cashier at Taunton; Harry R. Laing, 
assistant superintendent at Hoboken to appli- 
cation inspector and claim adjuster at Ho- 
boken; Aldus B. Jones, assistant superintend- 
ent to assistant claim adjuster at Philadelphia 
three; John J. Mason, assistant cashier at 
3rockton to cashier at Waltham; Robert 
Fraser, assistant cashier at Roxbury to cash- 
ier at Hyde Park; Edwin A. Murphy, assist- 
ant superintendent at Roxbury to superintend- 
ent at Hyde Park. 


Insurance 300 Years Ago 

One of the earliest life insurance transactions 
on record, according to E. O. St. Giles of Chi- 
cago, was made at Florence, Italy, in the year 
1610 in favor of Giovanni Ballesta on the life 
of Ser Brother Ferdinand for the sum of 3000 
scudi, the term extending from the August 
Festival of Piacenza of that year to the Feast 
of Epiphany in 1611, the premium being three 
and three-quarter per cent of the amount un- 
derwritten. The contract was written in 
medieval Latin and was incontestable and in- 
disputable. It was agreed in the event of the 
death of Ser Ferdinand the assurers should 
make full payment. It covered natural or ac- 
cidental death. It gave free residence and 
travel anywhere in the world by land or water ; 
it was good at issue and the claim was to be 
payable three days after the notice of death.— 
Minnesota Insurance Bulletin. 
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THE POWER OF WILL 





Salesmanship a Transformation of 


Volition By Mastery of Men 





FUNCTIONS OF A STRONG MIND 





Splendid Qualities to Be Developed by Life Insur- 
ance Work 

The following is a further instalment of a 
series appearing in the Industrial Section of 
THe Spectator. /t is taken from an excel- 
lent little book entitled “Plain Reasons,” by 
Charles Warren Pickell, the well-known writer 
on life insurance subjects. 

“T will not” is quite as impregnable as 
Gibraltar. “Not now,” “See me again,” “Per- 
haps about January 1,” “Too busy to-day,” 
“Am not ready yet,” “Don’t feel the need of 
it,’ and a hundred kindred answers give the 
salesman a bright gleam of hope and a fine 
chance for argument. But when a prospect 
comes out boldy and says “I won't,” there is 
not much to be said and but little to be done. 
Contained in those two small words is a fixed 
and determined purpose—the free exercise of 
the power of choice—an arbitrary disposal of 
the whole matter by the use of the greatest 
gift the Creator made to man—the human 
will. However, please do not forget that 
Gibraltar has been taken and retaken—and 
may be taken again. “I wont’s” have been 
melted down and recast into “I wills,” and 
may be so moulded again. 

All salesmanship is nothing but transform- 
ing “Not to-day” into “All right, go aheads’— 
“Nothing doings” into “Well, I don’t minds’— 
“You can’t sell me any insurance” into “Yes, 
you can write me up for ten thousand.” Just 
getting the other fellow to change his mind— 
simply overcoming his objections, removing 
barriers, disarming prejudice. You see, he has 
entrenched himself behind a bulwark of 
caprices, and by bringing his batteries of al- 
leged reasons and silly excuses into action, 
makes a tremendous resistance and withstands 
many fierce assaults. A salesman’s greatest 
ability is needed to cope with so formidable an 
opponent. 


NuMERouS, VARIED PROCESSES 


The processes by which will wins victory 
over wil in life underwriting are so numer- 
ous and varied that a whole volume might be 
written about them. The business is no child’s 
play. It calls for men. The battle is a royal 
one. The solicitor meets strong wills and 
weak wills—wills moved by reason and others 
obstinate as mules—wills influenced by 
ample and others not caring a straw for what 
friends and neighbors do—wills wooed by 
some keen sensibility and those untouched by 
any heart-throb—and so on! How to master 
all such forces calls not only for all the arts 
and crafts of his trade, but also for the largest 
and most continuous exercise of his own will. 

The greatest achievement in the history of 
our race is the mastery of men—otherwise de- 
fined as conquering wills. An instant, please! 
Suppose you engage in a business which re- 
auires you—forces you—to master men and to 


ex- 
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keep doing it. You are expected to conquer 
the greatest men in the professions, in busi- 
ness, manufacturing, agriculture—every walk 
and vocation of life—men who think great 
thoughts, do great deeds, with mighty wills. 
You are to make them think as you think, will 
as you will and do what you want them to do. 
Have you an easy job? Nay, verily, but the 
hardest of all labor! Is victory sweet when 
you win? “Sweeter than honey and the honey- 
comb!” What effect would such an occupa- 
tion have upon your own will? You can 
answer this and not try twice. Where is there 
any other vocation with so much to conquer, 
and “Foeman worthy your steel?” Nowhere! 
Just nowhere! This great business is sui 
generis! 





MAINTAIN Your SMILE 


Don’t think because there is a conflict, your 
face is to lose its smile and your character its 
gracious atmosphere. Not a bit of it! There 
is a wide difference between sullen dogged ob- 
stinacy which leaves its impress in heavy lines 
on the face and a glower in the eyes, and a 
quiet yet winsome insistence which loses none 
of its force because it gives a new light to the 
eye and a sunny glow to the whole counte- 
nance. In such a campaign your will acts as 
commander-in-chief, and issues a call for every 
function of the intellect and every affection of 
the heart to fall in line ready for action. 
Possibly failure may characterize eighty per 
cent of your interviews—perhaps some hard- 
bitted man may require a dozen engagements 
to make him surrender—then don’t be sur- 
prised if a third will, your competitor, should 
“shy his castor into the ring” and make a 
three-cornered fight of it. What of it? 
Hurrah for you! Your will holds the balance 


of power. If it doesn’t, it ought to and can 
be made to. But may be you have a weak will. 
Very well. Just go up against stronger ones 


good and hard for five years, and then stretch 
a tapeline over the resistance, persistence and 
insistence developed. Yes, you will be sur- 
prised. Or, if you are seized with a strong 
will, guide it squarely against the mighty 
arbitrary counter purposes of those greater 
than you—presto! QObtuseness has given way 
to finesse—your bluntness has become padded, 
you are no longer the obstinate fool forever 
in trouble. 
Two THouGHTS 

(1) Be not deceived. Hanging around a 
man’s office until you become a bore—a 
nttisance—and the man buys to get rid of you, 
that is not mastering men. He becomes your 


enemy. You have won nothing from him but 
contempt. 
(2) A man may yield and buy under pres- 


sure, but weakens and changes his mind after 
your influence is withdrawn. Such a case is 
vanquished, subdued, but not mastered. 
Mastery goes deeper, converting the volition. 
There is a gray-haired adage which you will 
remember—Where there’s a will, there’s a 
way.” Good for its age too. Did you ever 
see the three concealed ways? 

(1) The easy one—traveled by many—no 
great resistance—can keep in the path without 
much trouble—a lazy man’s way—only a tin: 
hit of real genuine will needed. 

(2) The prescribed way—recommended by 











some genius who found it took him there by 
a somewhat shorter cut—you find it hard to 
follow, but you are determined to see whether 
the fellow knew what he was talking about. 
Your foot is short and broad, his is long and 


narrow. Give him back his shoes! 

(3) The shortest and best way. Your 
way! You chose it, you made it! There wa 
no trail where you wanted to go, so you blazed 
one. Get it? It was hard, rough, steep, slip- 
rery, dangerous, but suppose it was—think 
how well trained you were when you reached 
the goal! How easy it was next time! 

Just one concrete illustration! Suppose you 
wanted to insure a certain man for $10,000. 
You know of no way—nor does anyone else. 
By your power of volition (will) you choose 
your method of work—then you work your plan. 
Time, friends, demands of one kind and an- 
other, are subordinated to your determined 
purpose. You have willed to do it. Do you 
falter? Never! Is your purpose changed? 
Not while life lasts! By such a process re- 
peated again and again your will becomes 
larger, stronger, better trained, keener, steadier 
—and no other business does it so well. 


SoME FuNCTIONS OF THE WILL 

This may be a little dry, but it won’t be 
long. Read slowly. 

Get your microscope and adjust the focus; 
here are a few interesting slides I want you 
to examine, magnified 100 diameters. They 
are so familiar to you that you may smile when 
you read the list. Briefly, they are patience, 
perseverance, tact, cleanliness, preparation, ac- 
tivity, improvement—seven of them selected at 
random and every one a direct manifestation 
ef volition—the human will. There are many 
more, which you yourself can study, if you 
are curious. Wipe off the eye-piece, turn the 
mirror to get the light. Now look! Notice 
the fibre and coloring under the powerful ob- 
jective we are using—life underwriting. 

Here’s patience—rich, deep, broad, timely. 
See now iong-suffering glows with a beauty 
you never saw before. Standing out in bold 
relief are hardships cheerfully endured and 
failures in great number met without a word 
of complaint. Perhaps never before have you 
seen the need of this wonderful virtue made 
so apparent. An impatient word, or gesture, 
or a look, even, is disastrous. The voluntary 
exercise of this quality is quite apt to turn 
your fault-finding into optimism. Try it! 

The next slide is perseverance—not so highly 
colored as some—but little change. Just 
plodding along, eyes on the mark, a good deal 
of very common sameness about the day’s 
work, Hard enough for the strongest. See 
that big mark in the center? Well, that’s pur- 
pose, about which every other part of the func- 
tion centers. Watch it for a few minutes; 
see any change? No, indeed! Notice those 
black spots on either side—those are the 
wrecks, the “dead ones.””’ The race was too 
hard, so they just “petered out”—a good many 
more of them can be seen at the bottom. 

Here is the most expensive slide in the lot. 
Took many years of experience to prepare it. 
Tact—common sense—very common sense in- 
tensified. Gumption. The “know-how” of life. 
Those are eyes you see on every side. Tact 
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has no blind side, no defective hearing. All 
the senses are working every minute and the 
wires to the memory, the imagination and rea- 
son, are kept hot with suggestions. One of 
the greatest elements of success in this great 
business is tact. The possessor keeps out of 
the “awkward squad” by doing things right at 
the right time; he employs his wisdom in the 
*minutest details so no one writes him down 
for a fool. As keen as a brier, it isn't neces- 
sary to tip a house over on him before he sees 


the point. Study tact—it will never grow tire- 
some. 
This spick-and-span slide is cleanliness. 


Same street with Godliness—next door. A 
close inspection reveals hands, face, teeth, 
clothes, linen, words, habits, etc. No evidence 
of filth, “bad odors,” unsightly appearances, 
dirty habits, nasty talk. There is sweetness 
without nausea plainly seen. And in the lower 
left corner is a little child typifying purity. 
Dirt of any kind cannot be seen or endured. 
As soon expect a dirty tramp to be made wel- 
come in your beautiful clean home as to think 
that a foul and unclean solicitor can succeed 
in securing a nice volume of business. Wash 
up or stay out. 

The next is preparation—never complete, 
never quite satisfactory. You see a student 
poring over his books—getting ready. Sup- 
pose some one asked him a question and he 
didn’t know! This slide resembles tact a little, 
for you will observe knowledge, observation 
and experience in both. Those tiny spots are 
details, details—thousands of them held in the 
memory and available instantly. Don’t make 
the serious mistake of thinking this slide can 
be learned in a week’s study. It takes many 
months to prepare for so great a work. Study 
and work—then work and study. 


Macniriep ActIvITy 


Here’s a peculiar view. Looks like a storm 
at sea. But it isn’t! It’s activity highly mag- 
nified. Look closely—there is no aimless flop- 
ping, no nervous prostration! Here is energy 
employed—directed, of course. MHere’s en- 
thusiasm tempered with reason. See those 
long lines? Look like hairs—lazy hairs—but 
they are not. Those, dear reader, are the lines 
of the least resistance; easy to travel those 
roads, but no cushion-chair habit will be al- 
lowed to interfere with the solicitor’s prog- 
ress—he hasn’t the time to loaf. Don’t waste 
very much time watching the lazy man. 

Now for the last one—improvement. See the 
man with a gun—aiming high! Can you read 
the word at the right? No—well, here it is: 
“Excelsior’—not satisfied with yesterday. Bet- 
ter to-day, to-morrow—must climb higher and 
still higher. Here is ambition pricking the 
will with a bodkin. No conceit. Chest normal 
size—expansion normal. In the center of the 
picture is a thermometer graduated to boiling 
point, symbolic of the improvement expected 
of one engaged in so wonderful a business. 
Here’s your measure—bigger, wiser, stronger, 
keener, abler, surer every day. 

Put away the microscope. 


Now reflect for sixty seconds. All these 
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splendid qualities are yours for the willing. If 
you choose to, you can have them. You cannot 
sell insurance without them, so either you must 
have them before you enter the business or 
develop them after you get in. Without fear 
of successful contradiction, I affirm, that what- 
ever qualities you may possess when you start 
out for your maiden application, no other busi- 
ness will force you to know yourself and de- 
velop these great functions within you more 
quickly or more thoroughly than life under- 
writing. And this might not be the poorest, 
weakest reason why you should think seriously 
of engaging in it. 


Watch for Misinformation 


Life insurance agents are liable to encounter 
obstacles to closing due to erroneous newspa- 
per publications in reference to insurance. 
Much stuff, based on ignorance, has been 
printed and read. Consequently, more or less 
confusion exists on the part of a number of 
people as to the different kinds of life insur- 
ance and policy provisions. At the samé time 
we grant that a great deal of good work is 
being done by many newspapers, and it is a 
pleasure to note a decided increase in this out- 
flow of beneficial matter. It is with the re- 
buttal of misinformation that the agent has to 
concern himself. Never before has old-line 
life insurance been as strong. Never has it 
had as many new and commendable points. 
Never before has it been as free from ob- 
jectionable features, and never before has it 
been made as available for all classes of the 
public and both sexes. Mere old-time hap- 
hazard methods of prospecting will not make 
the successful agent of this day, and to keep 
abreast of the times he must keep up with the 
sources of misinformation, as: well as with in- 
formation in all that relates to his business.— 
Virginia Weekly Standard. 


Piano King Gives Insurance Tips 


R. W. Lawrence, president of the Autopiano 
Company, has shown his faith in life insurance 
by being a large insurer, and yet he has some 
words of kindly criticism and advice for 
agents. He thinks that a large class of pros- 
pects that are frequently overlooked are 
youngish men who are embarking upon enter- 
prises requiring credit and that the ideal re- 
lationship of the solicitor and the prospect ap- 
proach that of the lawyer and his client, or the 
physician and his patient. “The insured’s 
problems should be the solicitor’s problems to 
solve,” he says and adds: 

His interests will be served, and the com- 
pany’s conserved, in the long run, by such a 
policy. The basis of the approach of the so- 
licitor has been too vigorously that of the 
salesman in many instances. His _ interest 
ceases when he has gotten the signature of the 
prospect on the dotted line. Why shouldn't 
he establish a permanent relationship, offering 
his services from time to time, as he observes 
the expanding needs of his client for insur- 
ance? Mr. Insurance Man, what do you know 


about the present-day insurance needs of the 
man you insured five years ago? 
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COMPARISON IS THE TEST 


Agent is Successful Only as His Record 
Shows Favorably as Against Others 





MUST ALWAYS BROADEN HIS HORIZON 





Must be Imbued With the Belief that Insurance is 
the Greatest Factor in Civic and National 
Development 


The following ts a further instalment of a 
series to be continued in the Industrial Insur- 
ance Section of THe Spectator. Jt is taken 
from “Life Insurance Salesmanship,’ by T. J. 
/lenderson, an acknowledged classic on the 
subject it treats. 


An agent is ethically successful only as he 
is favorably compared with another perform- 
ing like duties. If an agent is successful only 
in so far as his labors performed compare 
favorably with another’s, and his company’s 
attitude and accomplishments are dependent 
entirely upon its comparison with those of 
other companies, how forcibly the fact is im- 
pressed upon us that this is a very large world. 
No man has ever yet seen all of it. There are 
so many people in it that one cannot even com- 
prehend their numbers, let alone seeing them 
personally. What a small part the individual 
plays in the daily activities of humanity. How 
soon the greatest statesman, scientist, and 
genius is lost sight of once he drops out of 
life’s race. He is noticed only as a flower in 
passing, and is missed as little by humanity as 
it steadily moves on up the path of progress. 

In view of all this, how pitiful a sight to see 
a man wo has curbed his views of life and 
his life-work down to the narrow confines of 
self; one who cannot see in any undertaking 
with which he is not identified any good what- 
ever; One who has imprisoned his usefulness 
in a glass cage and as he looks beyond at the 
passers-by who are outclassing him in life's 
race, in his narrow view of self-preservation, 
throws the missile at his self-designated in- 
truder and thereby shatters his fondest hopes, 
destroys at one blow his own builded ideals. 

Not long ago my attention was called to a 
man who has had years of experience in insur- 
ance salesmanship and who has branded him- 
self with this one remark, “There is one God 
and one life insurance company.” What a sad 
spectacle. Were his statement true, what a 
transgression from his natural laws the 
Creator must have made in this instance. 


Spur To ENDEAVOR 


In commerce, manufacture, industry, and 
agriculture, in fact in all lines of individual 
work we are confronted with the many, rather 
than the few, and are grateful for conditions 
that will lend spur and incentive to human en- 
deavor and make for advancement. Why this 
deviation from the natural laws in this par- 
ticular field? Is the system of life insurance 
So perfectly builded that there is no room for 
improvement? Is it such a business that the 
spur of competition is not required in its prose- 
cution? In short, is the business of life in- 
surance conducted on any different principles 
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than any other business, or is our friend labor- 
ing under a sad delusion? If in this delusion 
he should cast a missile at a passer-by, he only 
destroys the structure he has builded about 
himself in his false endeavor to build his own 
business by destroying another’s. Should not 
this be a lesson to us and lead us to take a 
broader view of life and its work? Do not lose 
sight of the fact that there were life insur- 
ance companies and agents doing business 
years before you and I were born, and there 
will still be many doing a greater business 
centuries after we are dead. Consider what 
a smal] contribution you and I make to this 
great human mass. How seemingly insignifi- 
cant our donation of endeavor and how little 
would we be missed were we to drop out of 
the race. 

Take a broader view than our deluded friend 
and be generous. Consider the loss to hu- 
manity were his statement true. One life in- 
surance company could no more successfully 
supply the needs of the human race than one 
apple tree could supply them with the suste- 
nance of life. The moment that you discover 
that yourself and your company are only one 
and a small part of this great system for the 
distribution of human comforts that moment 
you have entered upon a greater field of en- 
deavor. That moment you have broadened 
your horizon and will launch your craft of 
endeavor upon a greater ocean of usefulness. 
Consider yourself and your company as an in- 
dividual part of one great system that is daily 
contributing to the good of humanity. That 
with the fall of this cause, as a whole, must 
fall its individual parts. That when we utter 
derogatory statements against any part of the 
system we are uttering them against our own 
part. What opinion do you usually form of 
the banker, the merchant, or other business 
man who attempts to build his business by 
tearing down that of his competitors. 


METHODS OF THE TWISTER 

The “twister” is usually a man who has not 
studied his own company’s contracts sufficiently 
to have found enough good in them to furnish 
him with sufficient talking material for a thor- 
ough canvass, therefore applies himself to mis- 
construing the policies of other companies 
already on the ground. New York has a law 
making it a criminal act to deliberately twist 
life insurance policies. The better class of life 
insurance solicitors waited anxiously and pa- 
tiently for such an innovation and it is to be 
hoped that it will be promptly copied by every 
State in this country. 

You look with contempt upon the man who 
enters your home or place of business in the 
night and steals your valuables. Yet he is a 
prince compared with the man who approaches 
you under the guise of a friend and adviser 
and induces you to give up a contract which 
you have carried a number of years, and in 
which you have invested your hard-earned 
savings, and through placing confidence in his 
honesty and judgment, you forfeit the ad- 
vantages which you have been gaining during 
the years you carried this contract. I challenge 
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any man to show how he can better the condi- 
tion of a holder of a policy in any legal re- 
serve company after the holder has paid one 
annual premium by inducing him to surrender 
that contract and replace it with that of any 
other company. 

It is oftentimes true that a man may, and 


does, through ignorance of the different 
policies, choose a contract not at all fitted to- 
his business and family needs. But it is also 
true that this man could exchange this con- 
tract in the company in which he is now in- 
sured for the policy which he desires and con- 
siders better adapted to his conditions, and 
thus save what he has already invested, to- 
gether with his age and rating. With this fact 
known to the agent, he assumes a position 
worse than that of a night robber when he in- 
tentionally and deliberately twists this man’s 
hard-earned savings. Better had he stolen the 
man’s child’s penny-bank savings, and taken 
on his true guise—a night raider—which he 
really is. 
Poticy or SELF-RESPECT 

Right here is where I desire to emphasize the 
ethical. If the agent honestly questions the 
permanency of a policyholder’s interest in any 
company, better safeguard his interests by sell- 
ing him additional insurance. Not one man in 
a hundred in this country carries insurance in 
proportion to his income. The same effort 
that is put forth by the twister in tearing down 
and destroying builded faith in the system of 
life insurance would sell the additional insur- 
ance and then should the original contract ever 
be proven not permanent, you have safe- 
guarded in the truest and noblest sense the 
policyholder’s interests, and how much more 
self-respect can be carried with such a course. 

An agent’s duty does not end with the mere 
sale of a policy. An ordinary workman can 
do the common and rough work in all lines, but 
it requires the skilled mechanic, musician, 
painter, or sculptor to appeal to the ethical in 
you. Agents with ordinary training or with 
no training at all, can occasionally sell a policy, 
but to mould the opinion of the buyer requires 
more skill, more finish, and more careful ap- 
plication and study. The average purchaser 
or holder of a policy is not sufficiently versed 
in the subject of insurance to enable him to 
discern the correctness of the statements made 
by the twister and he is prone to accept them 
as true. The average business man of more 
than ordinary intelligence is too apt to place 
pon your explanation his personal opinions 
of what a policy should contain, and later con- 


. front you with the statement that you gave 


such an explanation. If you consider well the 
vagueness with which the average man accepts 
your statements, you will see the importance 
of thoroughness just at this point in your 
work. Here your ethical duty commences. 
You owe your applicant value received for 
the premium paid, and you have not delivered 
value received until he so clearly and fully ap- 
preciates the true nature of the transactions 
that you have safeguarded his interests against 
the intrusion of the night raider—the twister. 
As well place in the hands of a man a gun 








with which to defend his family against ravag- 
ing beasts and leave him perfectly ignorant of 


the methods of using it. The true use of the 
gun is protection to his family against all in- 
truders—man or beast. The true object of the 
policy is protection to his family against want. 
When you place in the hands of the insured a 
policy, it ethically devolves upon you to so fit 
. your man that he can meet and withstand the 
ravages of the human tiger who would grasp 
from him this greatest weapon of defence and 
support to his family. You have germinated 
in this man’s mind the ethical lying dormant 
there. It now devolves upon you to develop 
and strengthen it sufficiently to enable him to 
withstand all invasion of the intruder. 

This requires care and system in your work. 
Complicated explanations must be avoided. 
Do not try to tell him too much about the 
contract. Better a few of the vital and strong 
points of the policy thoroughly explained and 
understood. 





HOW TO SELL INSURANCE 


A Valuable New Work for Agents, by 
William Alexander 


The Spectator Company of this city has published 
“How to Sell Insurance,” by William Alexander, sec- 
retary of the Equitable Life Assurance Society. It 
has been written to meet the needs of those who con- 
template taking up life insurance as a career, those 
who are already soliciting life insurance, and man- 
agers who wish to train the agents under them. Mr. 
Alexander’s previous books on life insurance have 
had a wide circulation. This new work comprises 
about 160 pages and is divided into twenty-one chap- 
ters. The price 1s $2 a copy.—New York Journal of 
Commerce. 


A letter addressed to the author by W. H. Hazzard, 
head of the Department of Publications of the New 
England Mutual Life, says: ‘‘You have done nothing 
finer. The book teems with the most practical sug- 
gestions and it analyzes its subject with a simplicity 
and clearness that are most admirable. It is ex- 
traordinary that a man who has never had field work 
can so absorb and interpret the psychology of life 
insurance agents as to give the impression of life- 
long personal experience, with its many difficulties 
and problems. Let me comment especially on the 
reasons for your preference for the word ‘agent’ on 
page 5 and the distinction that you draw between the 
work of a salesman and of a man who induces an- 
other man to assume a contract. I want also to speak 
of the valuable suggestions in Chapter IX., ‘How to 
Get a Hearing,’ and Chapter XVI., ‘How Much In- 
surance Should a Man Carry.’ I mention these two 
chapters because they are written in a particularly 
happy and helpful way. But the same comment, of 
course, applies to the whole twenty-one. I do hope 
this book will have the circulation it deserves, and I 
express this hope primarily because of the immense 
good it will do to the men in life insurance work. 
‘How to Sell Insurance’ combined with ‘What Life 
Insurance Is and What It Does’ make an equipment 
that can be found nowhere else.” 


William Alexander, secretary of the Equitable Life 
Assurance Society, who stands in a class by himself 
an instructor and agents, who has a 
scholarly style with which is coupled a_ masterly 
knowledge of the business, is the author of “How to 
Sell Insurance.”” The volume is aimed to reach 
three classes of readers: those who are thinking of 
taking up life insurance field work; those who have 
actually become soliciting agents; and those who are 
responsible for the training of such agents. In the 


as guide to 


opinion of Mr. Alexander, the life insurance career 
is a happy career because the 
stimulating calling. 
his muscles. 


salesman follows a 
It sharpens his wits and hardens 
He leads a wholesome and unrestricted 
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John Life Western 
American Hancock Ins. Co. Metropolitan : and 
National Mutual of Va. Life Prudential Southern 
ADMITTED ASSETS $ $ $ 
eT ere 884,324 2,814,361 503,318 22,283,209 18,705,909 395,552 
Mortgage loans ......... 3,091,831 91,498,011 15,734,528 289,501,254 134,134,924 10,584,558 
Bonds owned .........- 1,599,180 68,803,806 2,575,163 450,150,487 370,975,711 6,714,263 
Stock d (mkt, val.) =... 53,084 4,735,136 : 
ocKs owne mkt. Val.) §=§ ssecos arorersiare ‘ ccccce lasses ateaes 
Collateral loans ........ S600 8 ema 92,000 33,302 1,086,125 oeeres 
Prem. n. & 1. to policy- 

RISIGETS oss secon eu sates 648,726 13,751,462 622,738 57,587,335 42,891,297 330,128 
Cash in office & bank, etc. 808,101 1,679,374 617,628 13,715,909 7,305,181 12,307 
Deferred & unpaid prems. 103,105 8,992,592 193,583 18,818,867 10,701,791 378,467 
Accrued interest & rents. 157,631 4,024,061 308,090 12,731,462 7,556,550 267,529 

Total admitted assets. .(1)7,325,499 186,563,667 20,700,134 864,821,825 598,092,626 18,682,804 
| sons val, ge se 46,121 335,959 17,000 1,735,814 1,622,008 j= = =§ scosce 

ssets not admitted..... 38,248 151,453 1,472 692,911 1,979,333 1,500 

LIABILITIES 
ned PORETVE 20s cece 5,759,989 169,453,954 17,788,054 812,328,356 540,540,566 17,468,376 
eserve on supp. contr.. 27,154 520,476 17,876 1,243,730 ray rn 
Policy claims .......... 52,030 752,336 82,666 2,967,697 2,918,726 53,965 
All other liabilities pinieieiaie 293,315 4,783,932 428,105 11,513,490 9,574,380 210,007 
_ apportioned for 1920. —.......... 2,200,000 8,503 7,649,295 ORTE 2G «sw wader 
et apart prov. or other 

for def. dividend..... 185,547 145,961 (5) 325,000 33,915 S404886 i  secavc 

Unassigned tunds (1).... 1,007,465 8,707,008 2,049,930 29,085,337 (1)24,780,214 950,456 
INCOME. 
Prems. on new policies.. 461,789 4,771,723 479,081 22,362,121 12,420,842 543,910 
ggg Yooh rogue - " . (5)8,092,790 (1)33,260,060 (1)5,211,423 (1)158460466 133,782,964 6,424,306 

iv. applied to pur. pd.- 

UD. INBUTANCE..... 005-0 RD akkenscakese 174,643 1,140 72,112 183,839 « = ..eee. 
Dividends applied to pay : 

renewal premiums ....0 9 see 3,705,960 8,705 564,739 PRAT SO edceis 
Surrender value applied iain Alin Sade 
_ to pay renewal prems.. 861 300 81 20,914 eiolarelere wrerereere 
Surrender values applied 

to purchase pd.-up ins. 9,730 220,987 DOUG. Seeiiess dn sacsasess 9,647 
Annuities ..... See ne (2)29,251 273,064 (2)11,606 (2)1,009,581 C2VGRUj0CR  —arerereiene 

Total premiums ...... 3,594,422 42,206,737 5,741,146 182,489,933 149,061,365 6,977,863 
Received for supp. contr. 9,962 116,055 6,422 735,517 T420588 cee 
Interest on mortgages... 262,756 4,770,414 862,074 14,882,547 6,714,239 503,665 
Int, on bonds and stocks.... 28,924 2,780,894 98,153 18,789,756 15,742,377 281,178 
Int. on other securities. . 44,695 731,753 62,334 3,007,511 2,608,762 14,101 
BNemRR cris meriooen ate 84,465 56,341 35,399 2,523,694 1,295,268 1,150 

Total interest receipts. 420,840 8,339,402 1,057,961 39,203,509 26,360,646 800,095 
All other income ....... 65,035 155,216 17,256 2,812,942 132,043 750 

Total income «........... 4,090,259 50,817,410 6,822,785 225,241,901 176,983,587 7,778,708 

DIsBURSEMENTS 

Death losses paid....... 815,380 11,876,220 1,661,364 48,512,746 (4)40,361,309 1,437,020 
Matured endowments ... 1,104 547,170 22,320 12,568,664 4,259,540 215,679 
Annuitants ..... titties. (3) 45,831 32,746 (3)3,115 (3)1,157,657 CSYSGG20F ie wees 
Surrender WANES” oc os515: 62,541 3,599,270 118,763 7,621,035 4,759,630 94,876 
SDIWIGENES: oo soe. 55siees 20,044 4,137,753 25,776 3,721,658 36,760,706 succes 
pai to policyholders. 944,900 20,163,159 1,831,338 73,581,760 66,615,424 "4,747,575 

aid on supp. contracts.. 8,906 81,903 4,361 446,351 ELOG;040 re eens 
Sa at rad 1,318,285 9,069,523 1,466,009 36,614,213 28,868,016 2,422,464 
: 2 € 

and inspection risks... 80,325 682,920 743 2.39 2 266 
Salaries of officers and ae sisi se csiens ae vince 
home-office employees.. 110,853 1,431,633 314,118 7,174,098 4,673,767 270,901 
Rents . 56,495 345,199 598 72,945 52,415 
enna ennai iss 49! 345,16 64,593 1,872,945 1,259,923 52,415 
Fees weteeeeeeees 10,549 71,911 21,939 86,487 44,223 33,555 
er management exp.. 74,780 813,708 91,841 2,852,446 1,546,574 102,606 

Total management exp. 1,651,237 12,414,894 2,055,243 50,929,850 37,507,433 2,984,307 





life. He is not tied down to an office desk or bound 
by red tape. He goes and comes at will, resting when 
he pleases and working when he chooses—but he must 
choose to work, and work hard, if he wishes to 
succeed.—The Eastern Underwriter. 


The Spectator Company has just issued a book 
entitled “How to Sell Insurance.” William Alexan- 
der, secretary of the Equitable Life Assurance So- 
ciety, is the author, who, for over a quarter of a 
century, has directed field work, instructed new 
agents and written lessons of inspiration to spur on 
experienced men to even better work. In fact, he has 
been in the closest touch with practical insurance 
producers, and possessing a terse and facile style, he 
has written possibly the best work on life insurance 
salesmanship, in the opinion of many qualified to 
speak. “How to Sell Insurance’ is a companion 
work to “What Life Insurance Is and What It Does,” 
written by Mr. Alexander and published two years 
ago. The former explains the art of salesmanship to 
the untrained solicitor and contains lessons of in- 
spiration to experienced agents; the latter explains the 
principles on which all sound life insurance rests.— 
United States Review. 


Tt embodies the results of Mr. Alexander’s long 
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experience in the training of agents and the develop- 
ment of production.—Insurance Field. 


“How to Sell Insurance” is the title of a well- 
written, lucid, sensible, helpful little book just pub- 
lished by The Spectator Company of New York and 
Chicago. The author is William Alexander, secretary 
of the Equitable Life Assurance Society, whose pre- 
vious works and occasional treatises on life insurance 
have found many satisfied purchasers. Mr. Alexan- 
der knows his subject from long study and successful 
practice, and knows how to put himself in the place 
of the solicitor in his day by day work. Mr, Alex- 
ander’s latest book should have a large sale, like its 


predecessors, and doubtless will—Southern Under- 
writer. 
Beginning with the province of the agent, Mr. 


Alexander treats, in his clear and comprehensive 
fashion, every phase of the agent’s field and activities. 
His many helpful hints to new agents are in- 
valuable. 
One who reads the book will find that he is receiving 
many pointers which he would otherwise only receive 
after many years of his own experience. The ease 
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John Life Western 
American Hancock Ins.Co. Metropolitan : an 
National Mutual of Va. Life Prudential Southern 
$ $ $ $ $ $ 
SMM oa ac dune cal anaes 53,433 641,286 137,848 * 770,835 3,290,658 157,134 
Rep. & exp. on real ests. 29,183 23,578 3,682 137 "618 605,079 6,065 
Losses on sales, depr.,etc. (4)53,906 112,317 (4) 195,383 ()8° 756,275 1,665,809 75,000 
Or EOC CEC OCT et 136,522 777,181 336,913 (4)8,664,728 5,561,546 238,199 
Total disbursements . 2,772,659 33,517,140 4,227,855 133,622,689 110,793,933 4,970,081 
Income saved ....-cec.e 1,357,600 17,276,270 2,594,930 91,619,212 66,189,654 2,808,627 
Po.icy EXHIBIT 
New insurance written, 
paid-for basis: js 
DGG Or ROE COCK 209,003 4496,412 7129,715 72,435,972 72,081,522 ¥356,232 
£11,568 $115,737 $11,476 $620,690 $304,685 : $20,303 
AMGURE sccese ce saes 430,966,957 494,549,158 721,475,162 372,149,175 357,726,539 775,119,998 
$16,650,033 £158,438,068  +18,982,436 809,847,877 $413,826,648 $19,714,250 
Insurance revived and in- 71,992,587 714,862,889 73,7 722,768 7114,554,356 779,592,541 73,870,201 
exeased Gict) «06660 $240,116 $1,852,007 $367, "466 $45,264,808 $24,333,187 $155,500 
Total new issues ....... 732,959,544 109,412,047 425,197,930 4486,703,531 7437,319,080 478,880,199 
$16,890,149 160,290,070 $19,349,902 855,112,685 438,159,835 $19,869,750 
Insurance terminated: 
PQMMIER cecgs aeons es 119,533 792,400 71,721,340 41,167,492 $247,042 
,340 23, $2,095 $177,085 $105,101 $3 "801 
Amount . $17,489,977 766, 362: 621 714,499,888 7253,914,022 203,465,243 448,234 ,6; = 
$5,826,661 $31,150,158 $2,716,456 175,151,400 132,764,174 3,57 2/2 26 
Insurance in force, paid- 
for basis: 
Bahiciess waeeesarcs $437,183 $3,248,009 1845 223 $19,272,603 17,279,907 71,017,181 
£29,409 $444,195 $40,741 6t2'498, 068 541,548,216 £41,880 
Amount ..... Cee 760,941,972 +592,074,566 424, 381 ¥2,578,293,687 72,483,402,526 1+150,739,119 


$40,690,875 


£640,732,021 


12 
35 


077, 427942" 765,358, 7475t1,947,605,306 








415,469,567 742,549,426 


Net gain in amt. in force. 7 
$11,063,488 +$129,139,912 Pa 





Industrial Companies.—American National: 
premiums. John Hancock Mutual: (1) Including industrial premiums. 
Life Ins. Co. of Va.: (1) Includes $4,259,184 industrial premiums. 
asset revenue. Metropolitan Life: (1) Includes $94,053,765 
cludes $2,000,000 capital, 
(2) Includes $29,257 for disability. 
capital stock. John Hancock Mutual: 
$11,548 for disability. (3) Includes $192 for disability. 

politan Life: (2) Includes $489,419 for disability. 
(4) Includes $714,859 for disability and sick benefits. 
(6) Includes 594 policies for $136,262,976 group insurance. 
premiums. (3) Includes $239, 918 for disability. 
Policies for $31,159,390 group insurance. Western and Southern: 
miums. (2) Includes $75,000 dividend on capital. * See 
amounts other than sums actually paid in cash. + Industrial business. 


industrial 


(3) Includes $41,931 for disability. 
(3) Includes $2549 for disability. 


Prudential: 


2, 
4, 
10,698,042 232,789,509 ¥233,853,837 
6,633,446 {679,961,285 {305,395,661 


(1) Includes accident branch assets. 
(2) Includes $71,559 for disabilit. 
(5) Includes $100,000 special mars yd 
premiums. 
of which $1,889,738 is held by trustees for policyholders. 
(4) Includes $50,000 dividend on 
Life Ins. Co. of Va. 
(4) Includes $160,000 dividend on ‘capital. 
(3) Includes $450,895 for reinsurance of other companies. 
(5) Includes $2,538,424 for health and welfare work. 
(2) Includes $89,971,541 industrial 
(4) Includes $192,744 for disability. 
(1) Includes $5,712,606 industrial pre- 
premiums income for apportionment of these 
t Ordinary business. 


$16,187,484 


(5) Including industrial 


Prudential: (1) I 
American Walianal: 


(2) Includes 
Metro- 


(5) Includes 211 








TWO BOOKS BY WILLIAM ALEXANDER 


What the Author says about these Books 


1. WHAT LIFE INSURANCE IS AND WHAT IT DOES 


“The agent who wants to serve the public and who wishes 
to be a convincing and successful salesman must know of 
his own knowledge that life insurance rests on a scientific 
foundation as steadfast as the everlasting hills. Conse- 
quently every insurance salesman should read a primer such 
as this which deals with fundamental principles.” 


2. HOW TO SELL INSURANCE—(Just Published) 


“This is a practical guide to the insurance salesman. It 
is nO more important than the other book, but it will prove 
more entertaining and profitable, as the effort has been to 
embody in it all the hints about canvassing that the agent 
will need in his work in the field.” 





WHAT LIFE INSURANCE IS AND WHAT IT DOES 
Price per copy bound in cloth, $1.50 


HOW TO SELL INSURANCE 
Price per copy bound in cloth, $2.00 


Liberal discounts are allowed on both of these books sold 
in quantities. 


PUBLISHED BY 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 











with which the author 
presents his various sub- 
jects enables the reader 
to absorb unconsciously 
the salient features of 
each chapter. Mr. Alex- 
ander’s service in the 
life insurance business 
is reflected in the mas- 
terly fashion in which he 
treats the complex ques- 
tion of salesmanship. The 
reader, no matter of 
which class of the speci- 
fied three he is a mem- 
ber, will be rewarded 
amply for the time he 
spends in perusing the 
146 pages of this well- 
written book. And if he 
be wise he will read it 
again and again, for it 
is filled with words of 
wisdom.—The Weekly Un- 
derwriter, 

It is significantly clear 
and distinct to be easily 
mastered by the begin- 
ner, and at the same time 
presents the fundamen- 
tal principles of selling 
in a compact and com- 


plete form. The text 
covers every phase of 
life insurance soliciting 


and is elucidated by prac- 
tical examples and _ illus- 
trations taken from the 


experience of Mr. Alex- 
ander, who has long 
ben identified with the 
problems of the field 


men.—The Indicator. 








That Christian Name 


Delays in the issuance of policies are an- 
noying and sometimes costly. You don’t like 
them, your prospective policyholders may not 
like them, and we don’t like them. One per- 
ennial, persisting, and needless cause is the 
failure to give the Christian name in the bene- 
ficiary space of the application blank. Such 
an omission is no more conductive to Chris- 
tian comment in our busy policy department 
than it is by the agent who is exasperated by 
the delay in receiving the policy. A_ policy 
cannot be issued payable to “Mrs. John 
Jones,” beneficiary. The agent should state 
the wife’s own first name—Alice, Della, Eliza, 
Judith, Eva, Mehitable, Phoebe, or whatever 
it is. If the beneficiary is the wife, the policy- 
cannot be written ‘““A. Jones,”—there are too 
many A. Jones’s in this duplicative world. If 
the “A,” stands for “‘Alice,’ say “Alice” in the 
application. The rule holds whether the bene- 
ficiary is male or female, or is wife, son, 
daughter, brother, sister, grandparent, or other 
kin or no kin. This request for your co-oper- 
ation is occasioned by the large number of 
cases each week that we are compelled to hold 
for lack of the Christian name, and in which 
correspondence is necessary to bring to this 
office the required appellation. Wherefore, 
please help us, and yourselves, and all con- 
cerned, by plugging up this time-leak—Points. 


Contested Death Claims 

No matter which way you gauge the life in- 
surance business it gets the better of others in 
most lines of comparison. For instance, take 
“disputes about the bill,” as we might call it, 
which would mean in our business contested 
death claims. The president of one of the 
largest life companies made the statement in 
a recent address that of the some $373,000,000 
of death claims in 1918, the contests amounted 
to 64-100 of one per cent—an infinitesimal 
amount. By the law of averages, we figure one 
will have to live about 100 years as an agent 
before one of his claims is contested —Vir- 
ginia Weekly Standard. 


Insurance Premiums Raised in England 

Although everything else has advanced in 
price, insurance premiums have remained 
constant. Furthermore there has been no hint 
at any time that premium charges would be 
increased in America, but it appears to be dif- 
ferent in England where the Clerical, Medical 
and General Life Assurance Society has an- 
nounced higher premium rates effective May I. 


—TI find in life that most affairs that require 
serious handling are distasteful. For this rea- 
son, I have always believed that the successful 
man has the hardest battle with himself rather 
than with the other fellow. To bring one’s 
self to a frame of mind and to the proper 
energy to accomplish things that require plain, 
hard work continuously is the one big battle 
that everyone has. When this battle is won 
for all time, then everything is easy —Thomas 
A. Buckner. 








WITH THE METROPOLITAN 





Narragansett-Providence Contest of 13 
Weeks Develops Remarkably Close 
Result 





TWO PROMOTIONS TO SUPERINTENDENT 





Missouri Agent, Seventy-T'wo Years Old, First 
in His District to Fill Full 1920 
Apportionment 
There has recently been a contest for pro- 
duction between the Metropolitan Life dis- 
tricts in Springfield, Mass., and Narragansett, 
Providence, R. I., similar to one between 
Bridgeport and the other Providence districts 
earlier in the year. The contest was based on 
industrial increase and placed ordinary, one 
dollar of industrial increase and $1000 of 
placed ordinary each being equal to ten points. 
The competition ran over a period of thirteen 
weeks, during which time the Springfield men 
made an industrial increase of $616.75, an 
average per agent per week of ninety-seven 
cents, and the Narragansett men placed $621,- 
820 ordinary business, an average per man for 
the thirteen weeks of $18,288. The Narragan- 
sett industrial increase averaged eighty-four 
cents per agent per week, and the Springfield 
production of ordinary amounted to $900,337, 

an average of $16,672 per man. 

The Narrangansett staff won by a close 
margin, the average number of points per man 
being 283.5, while the average for Springfield 
was 280.9. J. C. Day of Narragansett was 
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high man in ordinary with $62,500 to his credit, 
and W. S. Filipiak was the leader in amount 
of industrial increase, making the unusual 
record of $24.44, or almost $2 a week. 

The Jacksonville, Fla., district has been di- 
vided and Edward E. Vickery, general deputy 
superintendent of the Southern territory, has 
been promoted to be superintendent for the 
new district, which is called the Central Florida. 

Superintendent William A. Barrett, who has 
been at Gary, Ind., was transferred May 31 to 
Harrison, a new district created by the division 
of the Indianapolis district, and Raymond E. 
Kennedy, deputy superintendent at Anderson, 
a detached section of the Muncie, Ind., district, 
was promoted to head of the Gary district. 

Superintendent Tischbein of the Elmwood 
Place, Cincinnati district, has been transferred 
to Indianapolis, succeeding Mr. Hackathorn 
who resigned on account of ill health. Deputy 
Superintendent Erwin Hoffman of Cincinnati 
succeeds Tischbein. 

George Kranz of the O’Fallen Park Mo., 
district, is seventy-two years old. He covers 
a debit of $184 and the first week in May made 
increase of a little over forty cents a week. 
During 1919 he had paid for ordinary business 
of $82,500. Kranz has been with the company 
twenty-four years, speaks two languages, and 
on April 21, 1919, was the first man in his dis- 
trict to place his full apportionment for 1920. 

The ten leading Metropolitan districts for 
the five months ending May, 1920, in amount 
of industrial increase were: Oakland, IIl., 
Superintendent A. C. Wehmeier; Englewood, 
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lll., Superintendent W. F. Monahan; Spring- 
field, Mass., Superintendent J. G. Schwenger ; 
Bay Ridge, N. Y., Superintendent F. D. Berke- 
ley; Dorchester, Mass., M. H. Keenan; Mor- 
risania, N. Y., Superintendent G. A. Weigel; 
Providence, R. I., Superintendent W. G. Bag- 
ley; Manhattan, N. Y., Superintendent Abra- 
ham Levy; Stuyvesant Heights, N. Y., Super- 
intendent H. C. Steiglitz; Burlington, Vt., 
Superintendent Thomas Magner. 

The ten leading staffs to May 17 in average 
paid for ordinary business to the end of the 
month were: South Shore, Ill., Superintend- 
ent J. P. Cleary; Cadillac, Mich., Superin- 
tendent J. A. Blake; Detroit, Mich., Superin- 
tendent Edwin Bond; Wolverine, Mich., 
Superintendent Peter Monahan; Gordon Park, 
Ohio, Superintendent M. J. Reigert; St. Clair, 
Mich., Superintendent W. C. Martin; Dear- 
born, Ill., Superintendent Adolph Bame; White 
Plains, N. Y., Superintendent L. A. Phillips; 
Bluff City, Tenn., S. W. Kinman; Westport, 
Mo., Superintendent L. L. Adams. 

Superintendent Crook of the Wheeling dis- 
trict celebrated his twenty-first anniversary of 
work in West Virginia with a banquet on May 
23. His district staff and some _ outside 
visitors made quite an insurance celebration of 
it, and in the after-dinner speaking there were 
statistics presented from the West Virginia In- 
surance Department showing that fifty-seven 
companies which now transact life insurance 
busines in that State issued in 1919 over $76,- 
000,000 of insurance and had a gain in force 
of over $43,000,000. 
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out Illinois. 


Our System: 
All ages taken from date of birth. 


Benefits: 


residents of Chicago and surrounding towns. 


Premiums: 


industrial insurance of good record in Chicago, Chicago Heights, 


HE Globe wants Reliable Life agents with experience in ordinary and 
i Joliet, Aurora, Elgin, Waukegan and intervening towns and through- 


The population of Chicago and surrounding towns and cities is 3,000,000, 
within the ‘‘forty mile limit’ reached by and through suburban transpor- 
tation, practically all one city, gives unequaled facilities to transact business, 
particularly in ‘‘Paying Claims on Sight” in the industrial branch. 


Can handle men who can write ordinary business. 


All policies pay for death and total and permanent disability benefit. 
8,000 death, total and permanent disability and other cash benefits paid on 


Can be paid weekly, monthly, quarterly, half yearly and yearly. 





| THE EUREKA LIFE INSURAN€E COMPANY 
BALTIMORE, MARYLAND 


A regular OLD LINE Stock Life Insurance 
Company, issuing all the STANDARD FORMS of 
POLICIES, INDUSTRIAL and ORDINARY. 


JOHN C. MAGINNIS, President 
JOS. H. LEISHEAR, Jr., Sec’y & Treas 


Incorporated 1882 


JOSH. N. WARFIELD, Jr., Vice-President 
J. HOWARD IGLEHART, Medical Director 






















*‘Claims Paid on Sight.”’ 


Contracts given with or without lapses being charged. Under the latter 
contract an ex-Asst. Supt. of another company earned $4,000 the first 30 
weeks of this year. 

Under the Globe system an experienced representative can become & 
Supt. from the time he starts. 

Progress of the Globe is five times greater than the average of life insur- 
ance companies in the U. S. for some years. This year for the first six 
months. 


GRAND RAPIDS, 


MICH. ELS 
oLicY LAB ey nae 
| SHOWING ELABORATE DISPLAY 


Increase in Premium Income...20 Per Cent 
Increase in Assets.............. 30 Per Cent 








| | 
PUBLICATIONS OF C. & E, LAYTON. 


_., The undersigned are sole agents in the United States for the old estaolished 
publishing house of Charles & Edwin Layton of London, England, whose long list of 
publications on fire, life, marine and other branches of insurance embrace the most 
valuable and standard treatises on these subjects. 

SEND TEN CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORb 


If you are a progressive industrial life insurance man come to Chicago 
and work for the Globe. Apply, 


Globe Mutual Life Ins. Co. 


431 S. Dearborn St., Chicago, IIl. | 


T. F. Barry, Sec. and Gen’l Mgr. | 
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Insurance Contract, published. by the Hartford 
Fire Insurance Company. This is of a small, 
convenient size; in fact, it can be slipped into 
the vestpocket, and ought to serve a useful pur- 
pose in quickly putting one in touch with the 
meaning of the policy. The North British and 
Mercantile has published the lectures delivered 
by Owen A. Marrin on the Standard Policy 
before the Insurance Institute of America 
classes ; it also has published Forms and Clauses, 
being the lectures delivered by William F. Bar- 
ton, assistant general adjuster, in the same 
course. The company has furnished the Insur- 
ance Society of New York with a sufficient 
number of copies so that the members will have 
a copy of each publication. 





THE LIBERTY FIRE 
INSURANCE CO. 


Capital pe ww 
$450,000.00 


JOHN C. BARDWELL 
President 


H. E. Schultz, Vice-Pres. 
Oscar B. McGlasson, Vice-Pres. 
Chas. L. Hecox, Sec’y. 
E. E. Rebbing, Ass’t. Sec’y. 
Floyd E. Norwine, Treas. 
Clem Deck, Ass’t. Treas. 


W. K. Sease, General Agent, Columbia, S. C. 
Hornberger, Schmitt & Co., Gea. Agts., San Antonio, Tex. 


Title Guaranty Bldg. St.Louis, Mo. 
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CHICAGO AND THE WEST 

Western Factory Association.—The an- 
nual meeting of the Western Factory Insurance 
Association was held last week in Chicago, and 
the following officers were elected: President, 
C. R. Tuttle; vice-president, C. R. Street; sec- 
retary and treasurer, J, C. Harding; executive 
committee, R. H. Purcell and J. H. Carr. The 
latter two succeeded T. E. Gallagher and J. R. 
Wilbur. The association had a good increase 
in premiums for last year, but an unusually 
heavy loss ratio. However, the organization 
during its entire history shows a profit on the 
right side of the ledger, due very largely to the 
low expense ratio. C. R. Street, who had been 
secretary and treasurer of the association for 
eighteen years, was presented with a beautiful 
ring set with diamonds and garnets in recog- 
nition of his long service. The presentation 
speech was made by George W. Blossom. 

Chicago Board Makes Promotions.—A. H. 
Berry, of the sprinkler department of the Chi- 
cago Board of Underwriters, has been ap- 
pointed deputy chief surveyor, and W. J. Patter- 
son, who has been an inspector and rater, be- 
comes deputy superintendent of ratings. 


BOSTON AND VICINITY 


Serious Fire—The most serious 
Boston for many months threatened a whole 
section of the Atlantic avenue and Purchase 
street warehouse district last Thursday, the 
wool waste building of Foss & Co., at 595-597- 
509 Atlantic avenue, being completely destroyed. 
It was about the smokiest fire Boston remem- 
bers, and more than a score of firemen were 
overcome in the smoke clouds. Three horses, 
frightened by the smoke, broke away and dashed 
through the crowd. The damage amounted to 
more than $400,000, of which about $300,000 
was on the wool stock and $90,000 on the build- 


fire in 


‘ing. Gas masks and breathing respirators had 


to be used even in the street and by the men on 
the engines. Fire department officials say this 
precaution was never necessary before at a fire 
in the city. 

Hoffman Agency Gets Two Companies.—- 
R. S, Hoffman & Co., fire insurance agency firm 
of Boston, have been appointed agents for the 
Excelsior Insurance Company of Syracuse, 
N. Y., and for the Columbian of Indiana. 
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ARKANSAS RATE DISPUTE 


Commissioner Re-directs Companies to Make 
Reductions as of June 13 


The Arkansas rate controversy is proceeding 
at full blast. State Insurance Commissioner 
Bruce T. Bullion declines to recede from his 
original position, and insists that his orders 
requiring the fire companies to reduce their 
rates to meet the provisions of the act of 1919 
must stand. The original order was made 
effective May 15. The companies protested, 
and the National Board of Fire Underwriters 
offered its good offices to adjust matters. Mr. 
Bullion agreed to a suspension of the order 
until protests could be heard, and deferred 
the date for the order to go into effect until 
June 3. 

A hearing was given June 4, O. B. Ryon, 
counsel for the board, A. R. Phillips, T. F. 
Baker of the Arkansas Prevention 
3ureau, and others being present to represent 
the companies. It was contended by the repre- 
sentatives of the companies that Mr. Bullion 
employed the wrong basis in arriving at his 
conclusion that the companies had made 11.21 
per cent profit in the five-year period ending 
December 31, 1919. Mr. Ryon and his con- 
freres argued that underwriting experience 
should be figured on the basis of earned 
premiums and losses and expenses incurred, 
whereas Mr. Bullion used as a basis premiums 
received and losses and expenses paid. 

After hearing all the evidence and argu- 
ments, Mr. Bullion announced that he would 
stand by his original order, and that it would 
go into effect June 13. It is expected that the 
controversy will be taken into the courts, but 
by what course has not been announced. If 
the basis contended for by the companies were 
used, it would be shown that the companies 
have been operating virtually without profit. 


Fire 


Fire Prevention in Arkansas 


The Arkansas Fire Prevention Bureau has 
begun the publication of a four page monthly 
bulletin, ‘Safeguarding Arkansas Against 
Fire.’ The Mayor of Little Rock has said that 
the most effective work ever done by the city’s 
fire department is through the fire prevention 
squad in removing causes of fires. 
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NORTH BRANCH FIRE 


CAPITAL $500,000. 


OF PENNA., PITTSBURGH 


NET SURPLUS $68,381.07. 


PITTSBURGH, PA. 


INSURANCE 
COMPANY, 
CAPITAL $250,000. 


PITTSBURGH FIRE 


CAPITAL $200,060 
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COMPANY, 
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NET SURPLUS $160,473.14, 


NET SURPLUS $116,057.35 


SUNBURY, PA. 


ASSETS $1,392,556.14 


ASSETS $660,328.77 


ASSETS $644,677.62 
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CONFERENCE IN TEXAS 
Companies Wish to Take Inspection and 
Rating Work Out of Hands of 
Commission 
As a result of a conference of representa- 
tives of the fire insurance companies and 
agents in Texas, with the newly constituted 
Texas State Fire Insurance Commission, at 
Austin, some important changes in the func- 

tions of the commission may be looked for. 

The commission is made up of Chairman 
J. C. Chidsey, Commissioner of Insurance and 
Banking; T. M. Scott and A. P. Woolridge, 
State Fire Marshals. These were at the con- 
ference as well as the following representa- 
tives of the companies: D. D. McLarry of 
the Home Company, member of the advisory 
committee at Dallas; K. S. Dargan of Cravens, 
Dargan & Roberts of Houston; Jake Horn- 
berger of San Antonio, a State agent, and C. 
J. Doyle, associate general counsel for the Na- 
tional Board of Fire Underwriters. The fol- 
lowing agents also attended: William H. 
Stiles of San Antonio, president of the State 
association; Craig Belk of Houston, chairman 
of the legislative committee, and O. H. Milli- 
can of Austin, of the executive committee. 

It was proposed at the conference that the 
companies be given absolute control of the in- 
spection and rating work; that they inspect 
and rate all towns and risks, it being contended 
that they are naturally in a better position to 
do the work than the commission. The latter 
took the position that it could not concede this 
change to the companies as it exercises those 
functions at present under a State law, and 
unless the law is modified it must continue to 
do so. The agents and representatives of the 
companies, however, were not prepared to go 
at once before the special session of the Legis- 
lature to ask an amendment to the law, and 
practically decided to postpone such action 
until January next. 

This proposal of the companies will not stop 
the commission from asking the present 
session of the legislature to raise the annual 
tax limit of $130,000 to the full one and one- 
fourth per cent of gross premiums, to provide 
funds for a more adequate rating and inspec- 
tion service. 

Representatives of the companies proposed 
that the commission and its experts be paid 
larger salaries and would not object to such 
allowances being charged upon the annual 
assessment laid against the gross premiums of 
the fire companies for the support of the com- 
mission. The companies represented do not 
desire to take from the commission any of its 
rate-making power in general basis schedules 
construction. 


Stockholders Auxiliary Corporation 

Members of the California Association of 
Insurance Agents have been advised by. Pres- 
ident Mancha that one of the principal issues 
to come before the meeting at Santa Barbara 
June 11 and 12 will be “The Bank Situation.” 
The Stockholders Auxiliary Corporation, as 
general agents of the Nevada Fire Insurance 
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Company and the Knickerbocker Insurance 
Company, both members in good standing of 
the Board of Fire Underwriters of the Pacific 
states that it conducts its insurance depart- 


ment in strict accordance with board rules and 


the ethics of the insurance business. It believes 
in and respects the overhead writing rule and 
other fundamentals laid down by the National 
Association of Local Agents and pledges its 
support to an amendment of board rules 
whereby no company shall accept any business 
on which full commission or brokerage has 
not been paid to the agent or broker in whose 
territory the risk is located. 

The criticism has been made that the Stock- 
holders Auxiliary Corporation operates prin- 
cipally in and through a chain of branch banks, 
but as a matter of fact, it is represented in only 
four such branches, and in every one of these, 
from five to fifteen other board companies are 
represented by the same agent. In no case 
does the Stockholders Auxiliary Corporation 
monopolize the business at these branches or 
receive the major portion of the agents’ busi- 
ness. 


—The stockholders of the Guaranty Fire Assurance 
Corporation of New York recently approved a_pro- 
posal to increase the company’s capital from $300,000 
to $500,000. The surplus will be increased in like 
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Omaha Liberty Fire Insurance Company 

During its first year of business the gross 
premium incoine of the Omaha Liberty Fire 
of Omaha, Neb., exceeded $230,000, its net 
premiums having been over $173,000, while its 
loss payments were less than $56,000, and divi- 
dends to stockholders were $6262. 

As of May 1, 1920, this enterprising com- 
pany reported assets amounting to $380,999, 
and a surplus to policyholders of $305,162, in- 
cluding $200,000 capital: On that date its ‘rein- 
surance reserve on the New York standard 
was $57,714. P. F.-Zimmer is president of this 
company, John A. Wachter and George J. 
Adams are its vice-presidents, and R. J. 
Wachter is its secretary. It is now licensed 
in New Jersey, Pennsylvania, Texas, Kansas, 
lowa and Nebraska. 


Kansas Firemen’s Relief Fund 


Frank L. Travis, Superintendent of Insur- 
ance, is just making the annual distribution of 
the Firemen’s relief fund to the cities of the 
State. The insurance companies paid $82,036 
into this fund this year, the largest amount 
ever paid in a single year. In 1919 the total 
was $68,725. The fund is being distributed to 
nearly two hundred towns and cities of the 
State. 
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NEW YORK AGENTS MEET 





President’s Address Reviews Active Year 
—Recommendations for the Future 





PROGRAMME OF PROMINENT SPEAKERS 





A. G. Martin, W. H Stevens, William B. Mann, 
Walter H. Bennett in List 


The annual meeting of the New York State 
Local Agents Association started last night 
with a get-to-gether dinner at the Onondaga 
hotel in Syracuse. The dinner was attended 
by a large number of agents, and the list of 
impromptu talks by the agents provided con- 
siderable entertainment. 

This (Thursday) morning the meeting is 
being opened by W. H. A. Munns, president 
of the Insurance Agents Club of Syracuse, 
who gave a hearty welcome to the members 
of the association. He was followed by 
Frederick V. Bruns, president of the associ- 
ation, whose report showed a very active and 
successful year in the work of the association. 
His address, in part, follows: 

A year filled with all of the enthusiasm and 
ambition of the proverbial “new broom,” this adminis- 
tration endeavored to sweep clean the multiplicity of 
spots from the insurance horizon in this State. It is 
our hope that in our efforts we will be blamed more 
for our sins of commission than for our sins of omis- 
sion. There have been so many things to do and so 
many different ways of doing them that it has some- 
times been debatable whether the methods adopted 
were the best, 

In accepting this office last year I said that it was 


ago, 
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assumed with the obligation to accomplish the primary 
purpose of increasing the membership of this asso- 
ciation so that the opportunities and the power of the 
organization could be extended to a maximum. 

In the working out of these many details it has 
required much time, energy and money, and to those 
committeemen and officers who have given tremen- 
dously of all of these elements I wish at this time to 
express sincere appreciation. 


Mr. Bruns then oittlined some of the more 
important of the association's activities as fol- 


lows 
Increased Membership.—As the first step for in- 
creasing membership, a complete list of every in- 


surance agent in New York State was secured from 
the various rating bureaus, to all of whom we are 
under obligation for the courtesy extended. This list 
was then separated into members and non-members 
groups, arranging each list under the sub-divisions of 
counties with further sub-division of city or town 
in each county. To each name on the list during the 
year there has been sent five news letters, question- 
naires on the mutual and the non-board situation, and 
to every non-member of the association two special 
appeals to join with us have been sent out. 

New Boards and Clubs.—During the year the presi- 
dent visited and spoke before nineteen different local 
organizations, and eight new insurance clubs have 
been organized and a number more have been re- 
organized. There in the State thirty-five 
local insurance agents’ clubs or boards. There should 
be twenty-five more and new ones can be organized 
by three or four agents getting together as a nucleus 
in each getting from this association 
sample constitution and by-laws, and with a small be- 
ginning organizing a club, and then inviting in later 
such men as are in harmony with the purposes and 
activities of the organization. 

Information Men.—Through the courtesy of various 
insurance companies fifteen specialists in fire and 
casualty underwriting and rating have been made 
available for volunteer service as speakers before 
local organizations. The records of this office show 


are now 


community, 
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that nearly twenty-five speeches were made, much to 
the advantage of the companies they represented and 
the agents who were privileged to hear them. 
Non-Board Situation—At the Louisville conven- 
tion it developed that New York State was unique in 
being practically the only State of insurance im- 
portance where in some communities of the State 
certain companies permitted their agents to write 
at any rate which their 
while in communities of 
same local conditions these same com- 
favored carriers 


insurance 
adequate, 


policies of fire 
deemed 
the 


panies were 


agents 
essentially 
with some of our most 
prominent agencies who wrote their policies strictly at 
tariff rates. In order that first-hand information 
might be had, questionnaires were sent out to every 
agency in the State requesting information on this 
subject, and the result showed that in sixty-five dif- 
ferent communities agents representing companies 
affliated with the four rating bureaus of the State, 
whose schedules were filed according to law with the 
Insurance Superintendent, were harassed by the very 
unfair competition of agents of twenty-two companies 
who had not filed their schedules of rates with the 
Superintendent as required by law. A _ tremendous 
amount of correspondence has passed between these 
so-called “‘non-board companies” and this association, 
and there have been many conferences between the 
Insurance Superintendent and representatives of this 
association. 

Mutual Competition—During the year a question- 
naire was sent out to every agent in the State asking 
for specific information in relation to the competition 
of casualty mutuals in the automobile and compensa- 
tion lines. The answers gave some tremendously in- 
teresting material, which has been digested by our 
casualty committee, under the chairmanship of E. H. 
Warner. 

Increased Commissions.—During the last six months 
there has hardly been a mail received in the office of 
the president which did not carry at least one letter 
from some agent asking what the association 
doing in the matter of increased commissions.. 

Increased Income.—If this association is to be of 
value to its present and prospective membership more 


was 








to be a leader in your agency. 
There are reasons. 


jights—so does the Omaha Liberty. 


P. F. ZIMMER, 


President 





The more careful you are about the selection of your companies, the more 
certain it is that, ultimately, you will choose the OMAHA LIBERTY FIRE 


All stock companies are sound—so is the Omaha Liberty. 
All good progressive companies give a high grade of Service according to their 


Statement showing business done from March 20th, 1919, to March 31st, 
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———— _ Surplus over all liabilities . 
$380,999.44 


ment of January Ist, 1920. 
110% Increase in Surplus since January Ist. 


Topeka, Kansas, Managers for Kansas. 


OMAHA, NEBRASKA 


JOHN A. WACHTER, 
Vice President 


CHOOSING YOUR COMPANY 


All of them want good agents—so does the Omaha Liberty. 
All of them should appreciate a loyal army of such agents—but 
THE OMAHA LIBERTY FIRE proves its appreciation every day by 
the peculiar quality of co-operation it gives its agents. 
The peculiarity of the co-operation lies in the fact that it is the product of the 
ripe experience of the officers of the Omaha Liberty Fire as local agents. 
hey know what the local agent needs. 


1920, the first twelve months, and Financial Condition May Ist, 1920. 


INCOME ASSETS 

Capital Stock, Reserve and Surplus................. $394,300.00 @dnbate Piha < oo oo eas ose, ace een. Se 
ng Premium Income........-....... $230,774.20 Biren tes lianthe 552 ooo) does a a oh eae 277,100.00 
Less Cancelled. ...........- $13,876.62 GO” ERR reer ese rr errr rect 30 
Less Re-Insured............ 43,811.88 57,688.50 a Accrued Interest . tpi aE 
Net Premium Income... ......- 2-0-0 +0 esses eres: 173,085.61 Premiums in Course of Collection.................. 
Income from Interest and Other Sources............ 18,860.76 Real Estate Mortgage ] Loans. 39. 600.00 

SHON Other Assets . 2,481.10 
Total Net Gaaiv Bicone: <5 + es vanes o 85g oe San ers $586,246.47 

WR et oe ona ede 9G lne Si Oa EOE ne RE Ae me $380,999.44 
DISBURSEMENTS 
aimee WRN Soa eines an hidlere ocak eens Saee a e es $55,608.84 
at ION coca so. 5 tx wo eae eae Mae hs aces ew ae 55,875.82 
Commission, Sale of Stock and Establishing Company oxeenen 
WR BUTUSINIR ooo iu ah are sinthn Saeed Obese es ba Se Big Seca a 2 

Printing and Office Supplies. ..... 2,739.80 LIABILITIES " 
Salaries, Special Agents and Employees. En ee 5,047.61 Capital Stock paid in cash. ‘ $200,000.00 
Insurance NSD NERICHIOU OED a 0s. c., cleio cease, soi.n6clt!b meee 428.36 Re-Insurance Reserve (New York Standard) . 57,713.59 
ReGiit ati ChUMer Fo SNCNEES. . oo inc ciia ncn nes ncneae ss 4,619.86 Due Re-Insurance Companies. . ; ; 16,512.63 
Biivideuds €6 GCOCmHONICES. «6 5.5 occ ccc ce cuss 6,262.54 Unpaid Loss Claims Less Re- Insurance . 1,611.00 
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Surplus to policy holders..... Pe ae et eee 


The above statement certifiel] by D. R. McClurg, Examiner of the Nebraska Insurance Department, May 19, 1920. 


Licensed in New Jersey, Pennsylvania, Texas, Kansas, lowa and Nebraska. 


L. A. Burnett Co., Pittsburgh, Pennsylvania, Managers for Pennsylvania and Ohio. Burt & Stebbins, Houston, Texas, Managers for Texas. 


OMAHA LIBERTY FIRE INSURANCE COMPANY 


GEO. J. ADAMS, 
Vice}President 


It is a point worth consideration. 











$275,837.22 
105,162.22 
305,162.12 


Compare this statement with our state- 


Miller & Jones, 


R. J. WACHTER, 
Secretary 
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Casualty, Surety, Etc. 


funds must be available to carry on its numerous 
activities. It is eminently unfair that the officers of 
an association should be expected to give at least one- 
half of each day from their own business to the de- 
tails of an organization of this sort, and be further 
required to pay out of their own pockets a very con- 
siderable amount of cash for clerical help necessary 
to keep up the correspondence and the details of the 
various departments. Some plan must be adopted to 
increase the income of the association, so that the 
officers and committeemen will not lose not only their 
own time from their business, but also suffer actual 
financial loss for the work they are doing for their 
associates. 

Rating Bureau Conference Committee.—Acting at 
the direction of the executive committee, representa- 
tive agents have been appointed in each territory con- 
trolled by the rating bureaus of the State who are em- 
powered by this association to represent the associa- 
tion in conference whenever changes in rules and 
forms are proposed. This step has been very gra- 
ciously received by the rating bureaus, and it is an 
indication that insurance companies more and more 
appreciate that the agent is the immediate repre- 
sentative of the company with the public and more 
than anyone else understands the public mind. 

From the foregoing you can see that we have tried 
to do many things during the year, and we have 
accomplished a few. Our failures have not been due 
to lack of interest or sincere endeavor. To this asso- 
ciation and to the new administration I wish to make 
the following recommendations, which I trust you will 
consider, discuss and take action upon before this 
convention adjourns: 

1. That the first vice-president of this association be 
chairman of a permanent membership committee with 
associates representing each county in the State, and 
provided with the list of non-members of the associa- 
tion, with instructions to secure their membership in 
the association promptly or show satisfactory reasons 
why these agents are not affiliated with this organiza- 
tion. 

2. That the new president of this association be in- 
structed to proceed in the most diplomatic, but also 
in the most aggressive way, to promptly remove the 
discrimination against the majority of the insurance 
companies in this State who are complying with the 
law in the filing of their schedules. 

3. That the casualty committee be instructed to 
see that the stock companies writing automobile and 
compensation in this State continue to a successful 
conclusion the solution of the method of counteracting 
the insidious solicitation by mutual automobile and 
compensation writing companies. 

4. That at least twice each year the conference 
committee arrange to meet with representatives of 
casualty and fire companies to discuss problems of 
mutual interest. 

5. That the conference committee with rating 
bureaus be continued as a permanent committee, and 
again expressions of co-operation be extended to the 
rating bureaus. 

6. That the new administration be instructed to con- 
tinue the plan of sending news letters to our members 
and also news letters or other forms of publicity to 
non-members of this association. 

7. That some time during the middle of the year 
the new administration be empowered to call into 
conference all officers and committeemen of this asso- 
ciation, and the officers of all local boards and clubs, 
and that at this conference power be granted by this 
association to take such action as the majority in 
attendance deem imperative to the best interests of 
the membership. 

8. That a permanent service committee be author- 
ized by this association, whose function shall be to 
collect and have ready for distribution to local or- 
ganizations plans for co-operative advertising and 
plans for the most effective work in accident and fire 
prevention. This committee also to have available 
a list of speakers and suggestions for programmes 
and organization plans for use of local organizations. 

9. That a survey of the State be authorized by 
this association to determine through a representative 
committee in each community the names of such 


agents and brokers who are now licensed and whose 
qualifications do not fit them to measure up to the 
standards of this association, and who do not qualify 
in the judgment of representative agents in each com- 
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munity to best conserve the interest of the public, 
and that, a special committee be appointed with power 
to co-operate with the Insurance Department to secure 
a revision of the present agents’ and brokers’ license 
law and to co-operate with companies and the Insur- 
ance Department. 

10. That sufficient funds be made available so that 
clerical expenses of the president shall be paid by the 
association. 

11. That this association pledge to the National 
Association a hearty vote of approval for the excel- 
lent work done by the National Association for the 
benefit of the entire agency force of the country, and 
that each local organization be directed to use every 
effort to secure the maximum number of delegates 
to attend the national convention at Des Moines in 
October. 

Several important addresses are to be given 
during the day, including one by Lawrence W. 
Daw, assistant secretary of the Underwriters 
Association of New York State, on the pro- 
posed new fire rating plan and one by Samuel 
B. Brewster, assistant secretary of the Amer- 
ican Surety, on burglary insurance. A ban- 
quet is to be given at the Onondaga on Thurs- 
day evening at which President Bruns will 
preside. The speakers will be A. G. Martin, 
United States manager of the Northern Assur- 
ance, and William B. Mann, superintendent of 
agencies of the Ocean Accident and Guarantee 
Corporation. 

Friday morning will be occupied by dis- 
cussions of reports presented by the various 
committees. In the afternoon W. H. Stevens, 
president of the Agricultural of Watertown, 
will address the association on the subject of, 
“The New Relationship.” The meeting will 
also listen to a talk by W. H. Bennett, newly 


elected secretary of the National Association: 


At a late hour Mr. Bennett had not yet pre- 
pared his speech, saying that he would speak 
as the spirit moved him. 


J. F. Van Riper to Address Bankers ' 

J. F. Van Riper, secretary of the United 
States branch of the Norwich Union Fire of 
Norwich who recently delivered an excellent 
address at the annual dinner of the Insurance 
Society of New York, has been requested by 
President Charles L. Case of the National 
Board of Fire Underwriters, to address the 
New York State Bankers Association on “In- 
surance and Credit” at its annual meeting at 
Asbury Park, June 17-18. The Bankers Asso- 
ciation asked the National Board to have a 
representative of the board address the bank- 
ers upon the topic named, and Mr. Van Riper 
has been honored by being selected to act as 
such representative. 








New President of Michigan Mutual Life 

J. J. Mooney, formerly second vice-president 
of the Michigan Mutual Life, has been elected 
president of the company succeeding the late 
Oscar R. Looker. J. F. Williams succeeds Mr. 
Mooney as second vice-president, Dr. W. G. 
Hutchinson the medical director, becomes 
third vice-president and George B. McGill 
superintendent of agencies. 

—Geo. W. Cannon, formerly Guardian Life man- 
ager at Davenport, has been promoted manager for 
the company at Portland, Ore. Clarence A. Lay 
succeeds Mr, Cannon as manager at Davenport. 
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CASUALTY, SURETY & 
MISCELLANEOUS 


Claim Adjusters Meet 

The New York Accident and Health Claim 
Adjusters Association is holding its annual 
meeting this week. From a charter membership 
of thirteen, practically all the one hundred ad- 
justers of New York are now members. The 
officers are J. J. McIntyre, Equitable Life, 
chairman; E. E, Bradley, Royal Indemnity, sec- 
retary and treasurer. 








Companies New to Arkansas 

The Maryland Motor Insurance Company 
of Baltimore has been admitted into Arkansas 
by the State Insurance Department. The com- 
pany will write fire, theft, collision and prop- 
erty damage insurance on automobiles. The 
Hartford Live Stock Insurance Company of 
Hartford, Conn., has been admitted to Ar- 
kansas. This is the only company in the State 
writing insurance on live stock. 

Health Insurance Case in Kansas 

The Kansas Insurance Department has been 
notified by the Travelers Insurance Company 
of Hartford that it would pay in full the claim 
of W. M. Folkner of Haddam. Last year Folk- 
ner was taken ill with cerebro-spinal-meningitis 
and has been confined to his bed and to 4 
wheel-chair ever since. He held a policy in 
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the Travelers for payment under a health con- 
tract for one year if confined to the home. 
Standing on its strict rights the company would 
not be liable for the full amount of the policy, 
because Folkner is able to be moved about in 
a wheel-chair and is taken outside his home, 
but the company has sent out a notice tiat it 
will pay the claim in full. 

Killed by Lightning; Utah Supreme Court 


Grants Compensation 


The Supreme Court of Utah has handed 
down a decision to the effect that the depend- 
ents of an employee of the State Road Com- 
mission who met his death by “an act of 
God,” are entitled to compensation under the 
Utah workmen’s compensation laws. This 
opinion came as a result of an appeal made by 
the road commission against the award made 
by the industrial commission in favor of com- 
pensation. The Justice of the Supreme Court 
said that inasmuch “as the statute does not 
make the act of God an exception, therefore, 
the death was an accident within the meaning 
of the statute for which compensation is al- 
lowed.” Death was met in this case by light- 
ning. 





Employers Mutual to Begin Business 
It is reported that the Employers Mutual In- 
surance and Service Company of Baltimore has 
completed organization, and is about to begin 
the transaction of strike insurance. 
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Maryland Assurance to Reinsure Accident 
and Health Business 


The board of directors of the Maryland 
Assurance Company has passed resolutions ap- 
proving the recommendation of its new pres- 
ident, F. Highlands Burns, that the company 
reinsure its accident and health with the Mary- 
land Casualty Company. As the two com- 
panies have the same executive head and di- 
rectorates, the business will undoubtedly be 
accepted by the casualty company. 

The Maryland Casualty re-insured its acci- 
dent and health business about two years ago 
with the Maryland Assurance, it being the 
idea that a life company could handle the 
business better than a casualty company. The 
influenza epidemic made such serious inroads 
on the surplus of the Maryland Assurance, 
however, that the directors now think it best 
to transfer the business back to the present 
company, which can better take the loss. The 
Maryland Assurance will now develop an 
agency force of its own to write life insur- 
ance only. 


New Jersey Compensation Decision 


An opinion declaring unconstitutional the 
1919 amendment to the New Jersey workmen’s 
compensation law has been filed in the Su- 
preme Court here by Justice Parker. Under 
the 1919 act it was provided, that for each 
employee dying as the result of injuries re- 
ceived in employment, and, leaving no depend- 
ents, the employer should pay to the State 
workmen’s compensation bureau $400 to be 
used for the expenses of the bureau. Justice 
Parker held that the 1919 act was a “taking 
act,” and, as such, was obnoxious to the 
fourteenth amendment to the Federal Consti- 
tution, and, therefore, was invalid. With this 
decision, the employers’ liability law is left in 
the original form as to remuneration of de- 
cedents without dependents, requiring the em- 
ployer to pay the expenses of the last illness 
and burial, not to exceed $100. 


Insurance Monitor Sold 


James E. Dunne, formerly connected with 
The Insurance Field, and George W. Wads- 
worth, latterly with the American Bankers 
Insurance Company of Chicago, have pur- 
chased the Insurance Monitor of New York. 
The latter has heretofore been published 
monthly, but it is to be transferred to Chicago 
and issued weekly under the new title of 
“American Insurance Digest.” R. M. Chandor, 
late controlling owner of the Insurance Moni- 
tor, will continue to publish certain features 
of the Monitor’s service in the form of a 
monthly bulletin. 


New Casualty Company Forming 
Officers identified with the Norwegian Globe 
Insurance Company, of which the United States 
manager is Robert Van Iderstine, are prepar- 
ing to organize a new American casualty com- 


pany. 


29 





Casualty, Surety, Etc. 










Business Integrity 


isimportant when the life of your 
organization depends upon the 
prompt settlement of all reinsur- 
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Handy Chart of Casualty, Surety and Miscel- 

laneous Insurance Companies for 1920 

A very useful publication for those desiring 
condensed information as to the business 
companies writing the various miscellaneous 
lines is the Handy Chart of Casualty, Surety 
and Miscellaneous Insurance Companies, the 
1920 edition of which has just been issued by 
The Spectator Company, New York. It em- 
braces the essential statistics of nearly 100 
stock and mutual companies transacting the 
numerous lines of insurance other than fire, 
marine and life. Ten years’ figures with totals 
are given for companies ten years old and the 
main tables embrace all the important stock 
agency companies together with a number of 
the leading mutual, liability and workmen’s 
compensation companies. 

A list of State insurance officials is also in- 
cluded in the Handy Chart, which contains 
sixty-four pages and cover, and is a valuable 
pocket reference work for insurance men. 
The price of the Handy Chart in manila 
cover is fifty cents per copy, and in flexible 
pocketbook, one dollar. 

The innovation adopted in 1919, whereby 
the financial exhibits, income and disburse- 
ments, and the classified premiums and losses. 
with ratios, are shown for each company on 
facing pages, is continued in the 1920 edition. 
A new feature in this year’s issue is a three- 
page table including other miscellaneous in- 
surance companies, with columns showing 
their capital, assets, surplus, premium income 
and losses paid. This table includes about 180 
companies not comprised in the main tables. 


New Quarters for Ocean Accident 
Airy, light and are the 
words to describe the new offices of the Ocean 
Accident and Guarantee Corporation at 114 
Fifth avenue. The company has four stories of 
the building with a total of sixty thousand 
square feet of floor space. The walls 
mostly windows, large windows, well above 


spacious proper 


are 








Miscellaneous Insurance 


the neighboring roofs, giving a maximum of 
light. The offices are all open, no partitions 
having been put in. The office executives have 
their desks railed off rather than partitioned 
off so that light and air are in no way ob- 
structed. Working in such offices, it is to be 
imagined, the office force has appreciably im- 
proved in efficiency. 

. Plate Glass Rates Increased 

On June 1 plate glass rates throughout the 
country were advanced thirty-three and one- 
third per cent. On certain classes of the busi- 
ness the advance became effective on May I. 
The previous boost in rates was made on Janu- 
ary I. W. F. Moore, who manages the rating 
bureau for plate glass business, states that this 
latest advance is not commensurate with the 
increase in factory prices and in costs of ship- 
ping and setting, but that the rates were held 
down in hopes that the peak of the market has 
been reached. While there is no hope of a 
decrease in prices on account of the great de- 
mand for glass, it may be that there will be 
no radical advances. 


Uneeda Mutual Insurance Company, Texas 

The Uneeda Mutual Insurance Company of 
Beaumont, Texas, was chartered March 19, 
1920, and has been licensed to do a mutual 
health and accident insurance business in 
Texas. The incorporators are J. D. Monroe, 
Aaron Jefferson, John Baugh, J. H. Mitchell, 
T. J. Charlton and F. R. Wilson, all of Beau- 
mont. J. D. Monroe is understood to be sec- 
retary of the company. 
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ON THE PERSONAL SIDE 





Everard C. Stokes United States manager 
of the Royal Exchange, sails for England 
within a few days to attend the bi-centenary 
celebration of his company. The banquet will 
be held at the Mansion House in London on 
June 22. 

M. G. Nichols, general manager of the 
European Accident of London, is paying his 
annual visit to the United States. 


H. N. Dickenson, vice-president of the 
Glens Falls, has been visiting the Pacific coast. 
Bentley & Waterman of San Francisco, he 
announces, will represent the Pacific depart- 
ment of his company for fire and automobile 
lines after July 1. 

O. S. Carlton, president of the Great South- 
ern Life of Houston, Tex., is visiting New 
York, making his headquarters at the Waldorf- 
Astoria. 

O. W. Mink has resigned the special agency 
for the Netherlands, and has been appointed 
assistant secretary of the New Jersey Fire of 
Newark. 

Charles A. Philbrick of Boston has been ap- 
pointed special agent for the Capital of Con- 
cord, to cover the field of Massachusetts, Rhode 
Island and Connecticut. Mr. Philbrick, who 
started in the insurance business in Boston for 
George O. Carpenter & Son in 1907, succeeds 
George W. Roberts. 

Bayard P. Holmes of New York and his wife, 
who was formerly Mrs. Rolph of the Colorado 
Insurance Department, will be tendered a re- 
ception and dance at the Columbia Yacht Club, 
on the Hudson river at Eighty-sixth street, New 
York, on the evening of Wednesday, June 16. 

George Graham of the Missouri State Life, 
recently elected president of the American In- 
stitute of Actuaries, read an interesting paper 
at the Institute’s annual meeting on the “In- 
fluence of the New American Mortality Table 
or Selection.” Franklin B. Mead spoke on 
“Selection of Risks for Disability and Double 
Indemnity Benefits.” 

Fred J. Cox, president of the National Asso- 
ciation of Insurance Agents, is at Greenville, 
S. C., this week in connection with the associa- 
tion’s sixty-day drive for 2000 new members. 
On Saturday he will be in Atlanta, Ga., and 


on Monday, June 14, at Jackson, Miss., his 
subsequent itinerary including Dallas, Houston 
(June 17), Galveston (June 18), New Orleans 
(June 21) and Greensboro, N. C., (June 25). 


P. S. Tewksbury and Don Stehle, Jr., of 
the Pittsburgh Fire Insurance Company, were 
noted in New York last week. 


J. F. Van Riper, who has been in great de- 
mand of late as a speaker on insurance topics, 
has a concise, witty and convincing manner 
of talking, which, with an exceptionally clear 
enunciation, makes it a pleasure to listen to 
him. He recently held the close attention of 
some three hundred members and guests at the 
dinner of the Insurance Society of New York, 
and will next week address the bankers con- 
vention at Asbury Park, by request of the 
president of the National Board. 


K. Kagami, general manager of the Tokio 
Fire and Marine, is in Chicago this week. He 
plans to return to New York next month, his 
plans including a visit to London before re- 
turning to Tokio. 


Frank J. Haight, the well-known consulting 
actuary, who has offices in Indianapolis and 
Des Moines, is fortunate in possessing the 
happy faculty of making and keeping friends. 
His business staff is a most loyal and appre- 
ciative body, and recently prepared “A Biog- 
raphy of the Boss” for “The Haight Acceler- 
ator,” which is a unique contribution to per- 
sonal literature. 


National Board Committees Named 


Charles Lyman Case, newly elected presi- 
dent of the National Board of Fire Under- 
writers, has performed his first official act in 
naming the committees for the coming year. 
The list of the committees and the chairman 
of each is given below: 

Actuarial, Wilfred Kurth; adjustments, 
James Wyper; clauses and forms, Hugh R. 
Loudon; construction of buildings, E. T. 
Cairns; finance, E. W. West; fire protection 
and engineering standards, Sheldon Catlin ; in- 
cendiarism and arson, Jesse E. White; laws, 
C. G. Smith; membership, C. D, Dunlop ; pub- 
lic relations, George M. Lovejoy ; statistics and 
origin of fire, Lyman Candee; uniform ac- 
counting, F. B. Seymour. 
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Why Buy Speculative Securities 


and run the chance’of heavy fluctuations and loss when yeu can buy dependable 


Farm Mortgages 
and receive your-interest promptly on date due? 


Follow the lead of the Old Line Life Insurance Companies and holders of trust funds 
who represent the.most conservative class of investors and who insist on the greatest pro- 
tection in their investments. 


The total amount of farm loans outstanding in the United States is estimated to be a 
little in excess of $4,000,000,000 and the Life Insurance Companies are today holding about 
one-fourth of the entire amount. 


At present the growing Southwest is seeing its greatest agricultural development. 
The F. B. Collins Investment Company with its 15 branch offices in this field and its crops 
of expert land inspectors (salaried men) claims to control the choicest farm loan offerings 
from this section. 


The holder of these farm mortgages greatly strengthens his estate, for they represent 
the one indestructible security which can be relied upon under the most trying financial 
conditions. 


The immediate financial future is very problematical, and investors should exercise 
the greatest care in avoiding undue risk. 


The carefully placed farm mortgage will ever be found the one dependable income 
producer. 


Our expert service is-at your command. Write for particulars today. 35 years’ 
experience without loss. ___ 
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THE F. B. COLLINS INVESTMENT COMPANY 


PAID-UP CAPITAL $250,000.00 
OKLAHOMA CITY , OKLAHOMA 
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Agency Wants 











GENERAL INSURANCE MAN 


36, over 22 years’ experience in Casualty, Reinsurance and other 
lines, ready for new connection where wide experience and ex- 
ecutive ability are required. Address Box 60, care of THE 
SPECTATOR. 











LIBERTY NATIONAL 


FIRE INSURANCE CO. 


of New Orleans, La. 


Authorized Capital and Surplus 
$2,000,000 


Soon to Enter the Insurance Field 











We have something to offer in the way 
of a general agency that is very attractive 
to find with an old, conservative life com- 
pany. It will pay anyone interested to in- 


vestigate. All communications confidential. 


Address Box 54, THE SPECTATOR, 
135 William Street, New York. 














Prominent Agents and Brokers 





Fidelity -Pheni< 
Unsurance Unierwriters 


LEON IRWIN & CO., Inc., New Orleans, 


REPRESENTING 


La. 


American Eagle National Union New Amsterdam 


Automobile-Hartford National-Hartford Casualty Co. 
American Equitable Philadelphia Underwriters Indemnity Company 
British -Amer.Assurance Stuyvesant of America 


Automobile Insurance 
RROKFRS LINES SOLICITED 


Prominent Agents and Brokers 


J, L. MITCHELL 


Is prepared to successfully negotiate and finance the reeinsurance or cons 
solidation of either Legal Reserve, Mutual Assessment or Fraternal Life 
Companies, Associations or Orders. 





Temporary money advanced on strictly private arrangements. 
All communications held personal and confidential. ‘ 
Address J. L. MITCHELL, 604 Masonic Temple, Chicago, III. 





F. JANSSENS 


Agent d’Assurances 
et de 
Reassurances 


Anvers 


Bruxelles 
2 Courte rue des Claires 


28 rue St. Michel 








Actuarial 





FACKLER AND FACKLER 
DAVID PARKS FACKLER, F. A. 8. 
EDWARD B. FACKLER. F. A. S. 
WILLIAM BREIBY, F. A. S. 
CONSULTING ACTUARIES 
86 Nassau Street New York 
M ILES M. DAWSON & SON. 


CONSULTING ACTUARIES 





NATIONAL ASSOCIATION BLDG,, SUITE No. :OO5, 
26 W. 44th ST., NEW YORK 


PAUL L. WOOLSTON 
INSURANCE EXAMINER, ACTUARY 
AND ACCOUNTANT 


MAJESTIC BLDG., ‘DENVER, COL 





J. H. NITCHIE 
ACTUARY 


'¢ SOUTH LA SALLE STREET 
1523 Association B 1ilding 





Telephone, State 4992 CHICAGO 
DONALD F. CAMPBELL 

CONSULTING ACTUARY 
76 WEST MONROE STREET CHICAGO 


Telephone, Randolph 918 

















NEW YORK STATE DEPARTMENT 


SUPERIOR FIRE OF PA. ALLEMANNIA 
FIRE OF PA. CAPITAL FIRE OF N. H. 
GEORGIA HOME OF GA. UNITED 
AMERICAN OF PA. 


P.B. DUTTON, MGR., ROCHESTER 
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FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


810 to 8IS HUME-MANSUR BLDG., 
KRAFT BUILDING, 


INDIANAPOLIS, IND. 
.DES MOINES, IOWA 





JULIAN C. HARVEY 


CONSULTING 
ACTUARY ge 
CHEMICAL BUILDING 


€ 


ST. LOUIS, M¢). 
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JNO. A. COPELAND 
CONSULTING ACTUARY 


124-126 HURT BLDG. ATLANTA, GA’ 





JAMES H. WASHBURN, F.A.I1.A. 


CONSULTING ACTUARY 
ROOM 1303 165 BROADWAY, NEW YORK CITY 


Expert Advice on Domestic, Tropical and Semi-Tropical 
Business 


Cable Address: Gertract, New York 





GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


256 Broadway New York 





T, J: McCOMB 
CONSULTING ACTUARY 


Colcord Building OKLAHOMA CITY, OKLA. 





F, M. SPEAKMAN, C. P. A. 
CONSULTING ACTUARY 


Burwe & SpwakMAD 


Certified Public Accountants THE BOURSE, PHILADELPHIA 








, oe CG. RAFFERTY 


CONSULTING ACTUARY 
Suite 714 Weightman Building 
Philadelphia, Pa 





Complete Rate Books Formulated 





A, SIGTENHORST 


CONSULTING ACTUARY 





NATIONAL CITY BANK BUILDING WACO, TEXAS 





FREDERIC S. WITHINGTON, F.A.I.A. 
CONSULTING ACTUARY 
402-404 Kraft Bullding Des Moines, lowa 


Telephone Walnut 3761 





W, H. GOULD 


ACTUARY & EXAMINER 
SYSTEM REVISION 


256 BROADWAY NEW YORK 
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ABB LANDIS, Actuary 


To January ist, 1920, Mr. Land:s has been 
employed by 204 of the oldest and largest 
Fraternal Societies in the United States and 
Canada, to compute rates of contribution, to 
make valuations, to report on readjustments, 
to prepare forms of certificates, to write consti- 
tutions and to give technical advice. Long 
experience in fraternal work and technical 
Knowledge of insurance and law give a su- 
perior value to his services. He has dealt with 
every phase of the business to the satisfaction 
of clients. 





NASHVILLE, TENNESSEE 
W R. HALLIDAY 
CONSULTING 
ACTUARY 
INSURANCE EXCHANGE CHICAGO 





Insurance Lawyers 








IRELAND 


GEORGE McILDOWIE & SONS Attorneys-at-Law Belfast, Ireland 
Refer to Equitable Life, Mutual Life, New York Life, Me’ litan, Etna Life, John Hancock 
Mutual, Illinois Life, Boston Mutual and American Consul at 3t. Cables: McIidowie, Belfas 





Insurance Examiners and Adjusters 











BININGER & SIBLEY 


140 LIBERTY STREET NEW YORK CITY 
Adjusters For Casualty Companies 


Appraisements (Auto Damage) 
Appraisements (Aero Damage) 
Adjustments (Aero Claims) 
Auto Subrogation Claims 

WE HANDLE 

Anything and Everything in Insurance Claims. 


Claim Investigations 
Claim Adjustments 
Claim Photography 
Surveys 











CLAIM SUPERVISION 


The busy claim executive likes to feel that 
the cases he refers to a field representative 
will be promptly and efficiently handled with- 
out further supervision. 


sedi Territ 
lability on R. L. NASE Virginia. 
Accident Adjuster for Casualty Companies and 
Health 1109-10 Mutual Bldg,, Richmond, Va. Carolina 








Claims 
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C. A. PALMER, Prest. W. A. ELDRIDGE, Secretary M i ssour i 
S. D. ANDRUS, Vice-Prest. and Managing Underwriter. . 
General Agency Openings 


The Inter-State Fire Insurance Co. sie aml ani 


OF DETROIT, MICHIGAN 


























406-412 DIME BANK BUILDING RATES PER $1,000 
Ne eS Serer $643,391.51 Age 30.... ....... $13.00 Rage TS oo. cccvenens $14.50 
LIABILITIES, INCLUDING CAPITAL............ 580,018.60 Ag er4O) <.ccccccees $16.00 OTD oo isicieoieiscele’s $17.50 

IN 555 o Sh arsaryenxcee $63,372.91 —_ 
SURPLUS TO POLICYHOLDERS................ $322,522.91 N ATION AL LIFE ASSOCI ATION 
AGENTS WANTED IN MICHIGAN, OHIO, INDIANA AND ILLINOIS DES MOINES, IOWA 
‘ Reserves and Surplus to Policyholders A Good Policy 
MISSOURI LIFE AND ACCIDENT —aeRN wen “3 un 1” 
INSURANCE COMPANY oRTH Aly tie, 
of St. Louis, Mo. Ll FE aaa 
Policies Issued on the Weekly Plan Only taal NE PREMIUM 
INSURANCE CoO. Srenaion, - oe 
‘‘Our Record is Our Reputation” SEATTLE, U. S. A. yours afterwards 
ren COCR Aas 
W. A. JOHNSON, Pres. J. A. WALKER, Secy. » a mee teaver i Live” Insurance 


























The Best Evidence of Efficient Service 
8 
Fire Casualty Life During 1919 the representatives of the Massachusetts Mutual delivered 


policies aggregating $131,103,768—an increase of more than 100% over the 
amount delivered in 1918. Of this over 35% was upon the lives of persons 


already insured in the Company. Less than 1% of the total premium- 
i E-| NS U RAN Cc ES paying insurance in force was surrendered and cnly slightly more than 1% 
was allowed to lapse. There could be no better evidence that the faithful 
and efficient service of the Massachusetts Mutual is appreciated by its 


¢ ate holders, who are its staunchest friends and most enthusiastic adver- 
isers. 
WILLIAM C. SCHEIDE & C & Joseph C. Behan, Superintendent of Agencies 
(INCORPORATED) 2 
Massachusetts Mutual Life Insurance Company 


be A RTFO R D, Cc ©] N N © Springfield, Massachusetts, 


Incorporated 1851 














Would you like to represent a life company in its SALARY AND COMMISSION 


home state where you will have back of you the in- 


fluence and interest of the biggest men in the com- offered to capable man to manage an im- 
nie eye ae 

munity: portant open territory, comprising seven 
If so, communicate with counties in Pennsylvania. Address 


CLINTON C. WHITE, Secretary 


Puritan Life Insurance Company 
Providence, R. I. 


W. E. NAPIER, Secretary 


SCRANTON LIFE INSURANCE CO. 


A direct contract with the: Company. General Agent’s Commissions. SCRANTON, PENNA. 


























Extracts from Report of Examination of WANTED 
Managers for These Important Districts 


Southwestern Life Insurance Company KANSAS, EASTERN MISSOURI, WEST VIRGINIA 
By the State of Texas, June 28, 1915. 


“It is noteworthy that this Company was organized 
e e 99 
without any promotion expenses. Any one of the above is an absolutely first class opportunity. Ii 
“T beg to report further that I find the Company in | your record is clean and you can furnish evidence of your Ability as a 
excellent financial condition. The volume of its business | Personal Producer, your application will be considered. 


Guaranteed low cost policies. As good as we can make them. 





has steadily increased, its surplus is growing rapidly and its Address S. W. GOSS, Vice-President 
funds are being carefully conserved under expert super- SECURITY LIFE INSURANCE COMPANY OF AMERICA 
vision. 2 

HOME OFF,CE, DALLAS, TEXAS. The Rookery, Chicago 
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Largest Life Insurance Business in the World 


METROPOLITAN 
LIFE INSURANCE COMPANY 


(INCORFORATED BY THE STATE OF NEW YORK) 





HALEY FISKE, President FREDERICK H. ECKER, Vice=President 

Total Amount of Outstanding Insurance = = = = s $5,343,652,434 
Larger than that of any other Company in the W orld. 

Ordinary (annual premium) Life Insurance paid for in 1919 = = $910,091 ,087 

; More than has ever been placed in one year by any Company in the World. 

Industrial (weekly premium) Insurance paid forin 1919 = = = $508,590,405 
More than has ever been placed in one year by any Company in the World. 

Total Insurance placed and paid forin 1919 = = = = = =s& $1,418,681 ,492 
The largest amount ever placed in one year by any Company tn the World. 

Gain in Insurance in Force in 1919 = -s = = =& == s $914,140,618 
More than ever has been gained in one year by any Company in the World. 

Number of Policies in Force December 31,1919 = = = «= =s& 21,770,671 
Larger than that of any other Company in America. 

Gain in Number of Outstanding Policies= = = 2 = = s 1,986,410 
Larger than any Company in the World has ever gained in one year. 

Assets = = = = = = = = =&= = = = = = = $864,821,824.55 

Increase in Assets during 1919 = = 5s = = = = = =& $89,367,126.27 
Larger than that of any other Company in the World. 

Liabilities = = = = = = = = = = = = = = $835,736,487.38 

Surplus= = = = = = = = s = = = s = $29,085,337.17 

Number of Claims paid in 1919 = = =s s s = = = =& 289,125 


Averaging one policy paid for every 30 seconds of each business day of 8 hours. 


Amount paid to Policy=holdersin 1919 = = = =s = 5s s&s $73,581,759.91 


Payment of claims averaged $505.98 a minute of each business day of 8 hours. 


Metropolitan Nurses made 1,300,883 visits free of charge to 256,000 sick 
Industrial Policy=holders. 


Metropolitan men distributed over Twelve Millions of pieces of literature on health— 
Bringing the total distribution to over 200,000,000. 


Reduction in general mortality at ages | to 74 in 8 years 17.9 per cent. 


Typhoid reduction, 69 per cent.; Tuberculosis, over 33 per cent.; Heart disease, over 23 per 
cent.; Bright’s disease, over 25 per cent.; Infectious diseases of children, over 46 per 
cent. 


In general reduction and in each case of disease, this is far greater than that shown 
by statistics of the Registration Area of the United States. 


Death Rate for 1919 lowest in History of Company. 
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TWENTY=NINTH ANNUAL EDITION 


THE HANDY GUIDE 


TO 


PREMIUM RATES, APPLICATIONS AND POLICIES 


HE HANDY GUIDE has for over a quarter of a 
century been recognized as the standard work 
on premium rates, applications and policies of 

American life insurance companies. 


It has stood the test of time and bears the highest 
possible reputation for completeness and accuracy. 
To the active agent The Handy Guide is an indis- 
pensable part of his canvassing outfit. 

Hundreds of testimonials have been received testi- 
fying to its worth and many of them lay special em- 
phasis on the value of having at hand complete 
copies of the leading policy forms of the several 
companies. 

With the full text of the policy before one there 
can be no question of the exact facts, such as is possi- 
ble where only deductions are made, or condensations 
of the policy conditions given. 


The Handy Guide for 1920 will contain data relating 
to about 175 life insurance companies of the North 
American continent. That number embraces all the 
leading companies actively competing for business. 
The data is fully up to date and has the official sanction 
of the companies listed. 

Premium Rates are shown in great variety, in- 
cluding the several forms of life, endowment and term 
contracts, together with numerous special forms. 
All ages given in the companies rate books are in- 
cluded. 


Surrender Values occupy a large number of 
pages in the book, showing for all ages and for a 
series of years the loan and cash values, paid-up 
policies and extended insurance. This section pre- 
sents more data than can be found anywhere else. 

Policy forms are given in their entirety without 
eliminating any part thereof, so that the user of the 
book can quote the actual phraseology without 
depending upon some other person’s interpretation 
of the several clauses in the modern policy contract. 

The Handy Guide is self-indexing, all data 
relating to one company being brought. together. 
This feature makes the work of incalculable value for 
prompt and ready reference. 

Companies should see that their agents are supplied 
with this standard publication in order that they may 
be fully posted concerning the plans of their com- 
petitors. 

The Handy Guide for 1920 will contain over 1400 
pages of reliable data concerning life insurance brought 
fully up to date. ; 

Orders for this book should be sent in at once. 


Liberal discounts in quantities. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 








The 
BERKSHIRE LIFE INSURANCE CO. 


of Pittsfield, Mass, 


Inc. 1851 





W. D. WYMAN, President 





























A purely mutual company, issuing all desirable 
forms of life insurance. 





Attractive Literature 


Ambitious, Productive and Trustworthy Life 
Agents may be benefited by corre- 
sponding with 


W. S. WELD 


Superintendent of Agencies 
































Manuals of Compensation, Lia- 


bility and Automobile Insurance 


THE SPECTATOR COMPANY isin a position to supply to Companies 
and Agents Manuals as follows: 


Manual of Compensation and Liability Insurance 
—Rules and Rates—THE BASIS MANUAL 


Hitherto in preparing manuals of rates for workmen’s compensation and 
liability insurance, the compilers have confined their labors to individual 
States. Now that nearly half the States of the Union have enacted com- 
pensation laws it has been found feasible to compile a basis manual applica- 
ble to all States. Isst:ed in loose leaf form. 

The rates given therein are the basis rates for all classifications, while 
differential slips containing the multiplier to be used in arriving at the 
manual rate for particular States will be supplied as desired. 

MANUAL OF LIABILITY INSURANCE—RULES AND RATES. 


Being basis rates for liability insurance in States having no compensation 
laws. Loose leaf form. Differential slips supplied as desired. 

New Jersey Manual of Compensation and Liability Insurance (January 
1st, 1920.) 

Companies and Agents can also be supplied with the Manual dealing with 
Automobile Liability Insurance, in three parts, as follows: 


Automobile Manual—Horse Power Ratings, 1905 to 1920 Models. 


ee ** —Rules for Writing Liability Property Damage 
and Collision Insurance, 


ss ‘* —Differential Rate Sheets. 
Digest of Workmen’s Compensation Laws, 
December, 1919. 


These Manuals are official and can be supplied in quantities to suit. For 
prices and further particulars, address 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 135 WILLIAM STREET 
INSURANCE EXCHANGE NEW YORK 


Sixth Edition, 
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KANSAS AGENTS WHO CAN PRODUCE 


AUTOMOBILE INSURANCE 


should get in touch with 


J. C. HOYT & CO. 


Eldorado, - . Kansas 


STATE AGENTS FOR 


“THE TWIN WINNERS” 


Inter-State Inter-State 
Automobile Insurance Liability Insurance 
Company Company 


ROCK RAPIDS, IOWA 


The Inter-States give you the service that 
gets you the business. 


Texas State Agents 
BURT & STEBBINS, 1106 Rusk Avenue Houston, Texas 
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National Life Insurance Company 
of the Southwest 


The company to represent in New Mexico and Arizona 
‘*More days of Sunshine’’ 


For attractive agency proposition Write 


E. T. CHASE 


Secretary €@ General Manager 
ALBUQUERQUE, NEW MEXICO 














Look! 
Listen! 
A Michigan Company 


for 


Michigan People 


Stop! 


Liberal Contracts to Live Agents 


ELMER FB. DEARTH Upto the minute policies. Write us. 
President 


Detroit, Michigan 


























Stability—Permanency—Protection 
THE PRAETORIANS, DALLAS, TEXAS 


Scientific Life Insurance. 


10-20 Pay-Cash & Loan Values. Double Payment, Accident 
and Disability Provisions 16 to 55—men and women. 


Net Assets covering full Reserve Required by Law and in 
addition thereto a Surplus. 


Attractive Contracts for hustlers. 


Cc. B. GARDNER = = = President 














Equitable Life Insurance Company 


of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio and Delaware 
HENRY P. BLAIR 


’ | JOSEPH SANDERS 
WILLIAM A. BENNETT 


President 

Vice President ‘ . : : ; 
2nd Vice President (Agency Supervisor) 
Secretary . : 2 5 B . ALLEN C. CLARK 
Actuary . ; ; GILBERT A. CLARK 


_ Main Office, 816 14th St., N.W., WASHINGTON, D.C. 








TWO BOOKS OF REAL MERIT 


The Real Estate Educator 
F. M. PAYNE, (New Edition 1920) 


A repository of useful.information for ready reference, 
especially designed for Real Estate Investors, Operators, 
Builders, Contractors, Agents and Business Men. What 
you NEED to know, what you OUGHT to know. The 
New Edition contains The Federal Farm Loan System, 
How to Appraise Property, How to Advertise Real Estate, 
The Torrens System of Registration, Available U. S. 
Lands for Homesteads, The A. B. C.’s of Realty and other 
useful information. 208 pages cloth, $1.50 postpaid. 


The Vest Pocket Lawyer 


This elegant work just published contains the kind of 
information most people want. You can know the law— 
what to do—what to avoid. It is a daily guide—a 
manual of reference for the business man—the law student 
—the justice of the peace—the notary public—the farmer 
—the clergyman—the merchant—the banker—the 
doctor. 360 pages printed on bible paper. Cloth $1.50 
Leather, gilt $2.00, postpaid. 


THE SPECTATOR COMPANY 
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WE WANT AGENTS 


to push our fiveepoint=nine policies. 
Excellent Iowa territory and liberal 
‘contracts for men of good reputation. 


“THE COMPANY OF CO-OPERATION” 


D9 


THE DES MOINES LIFE & ANNUITY CO. 


A. L. HART, Agency Mgr. 
Home Office—Registee Tribune Bidg.—Des Moines, Iowa 




















GENERAL ACCIDENT AND LIABILITY INS. CO., Limited 
All Classes of Casualty Insurance 


Immense Resources 


Agents who are Expert are invited to communicate with us 


United States Head Office 431 Insurance Exchange, Chicago 























GENERAL OFFICES: 
Wilkes-Barre, Pa. 


2nd Floor Coal Exchange 
Live men want a live Company. 
Our Salesmen make money. 
Good contract for the right man. 


JOHN F. TUBBS, 


President 


H. B. WILSON, 
Secretary 


Write Us Today. 
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Service Financial Stability Non-Technical Contracts 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
‘ OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 
33 Broad Street, Boston 


Dwight & Hilles,; Resident Mgrs. for N. Y. State, 56 Maiden Lane, N.Y 








‘fOUR BONDS GUARANTEE INTEGRITY’”’ 


SURETY CASUALTY 
BONDS INSURANCE 


NEW YORK 


CHARLES H. HOLLAND, PRESIDENT 

















AGENTS WANTED 


To sell an unrestricted Accident and Health policy costing 
$9.00 quarterly. Covers every disease and every accident. 
Liberal commission paid to live producers. 


CENTRAL BUSINESS MEN’S ASSOCIATION 


H. G. ROYER, Pres. 
C. O. PAULEY, Sec’y. & Treas. 


Westminster Bldg; 
CHICAGO, ILL. 











A Few Reasons Why The PENINSULAR FIRE Is Popular With Agents 


THE PENINSULAR FIRE ; 

Has abundant capital and surplus—capital 
subscribed, $1,000,000; paid in, $838,893; net 
surplus, $420,657. 

Has a capable and sympathetic management, 
knowing the needs of agents. 

Has ample writing power. 

Writes fire, marine, automobile, tornado and 
hail risks. 

Specializes in farm insurance, and has an excel- 
lent system of rating farm properties by schedule. 

Insures crops against hail or tornado loss. 

Desires to establish permanent and mutually 
profitable relations with its agents. 

Follows a settled single-agency policy, and 


upholds the American agency system. 

RAPID GAN Aas sa 

GRAND ADs2 MICH Agents wishing to represent such a company 
should communicate with the 


PENINSULAR FIRE INSURANCE COMPANY, Grand Rapids, Michigan 
COLON C. LILLIE, President J. FLOYD IRISH, Secretary and Managing Underwriter 





GEORGE WASHINGTON LIFE INSURANCECO. 
Charleston, W. Va. 


The popularity of our SPECIAL CONTRACTS such 
as ENDOWMENTS at Ages 60, 65, 70 or 75, and our 
MONTHLY INCOME COUPON BOND POLICIES, mean 
SUCCESS to wide awake Insurance Salesmen. 

We also write TOTAL DISABILITY which provides 
for Waiver of Premium and Monthly Income and a clean 
cut DOUBLE INDEMNITY BENEFIT. 

Just at present we have a few attractive Agency 
openings in the State of OHIO. For particulars address: 
C. B. BEAUMONT, State Manager 
2205 East 83rd St., Cleveland, Ohio 

















FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817 Incorporated March 27, 1820 
Charter Perpetual 

Capital $1,000,000.00 

13,481,581.02 

8,881,957.78 

3,599,623.24 

4,599,623.24 


Reserve and other Liabilities 
Net Surplus 
sig? - Surplus to{Policy Holders 
attest F.C. IRVIN, President. 
ih narrate ft J. W. COCHRAN, Vice-President. 
peat all JNO. B. MORTON, 2d Vice-President. 
am (a M. CG. GARRIGUES, Secretary and Treasurer 
! R. N. KELLY. JR., Assistant Secretary. 
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THE INDUSTRIAL 
CLAIM ADJUSTER 


By C. H. HARBAUGH, M. D. 
Useful for all Accident and Health Insurance Agents. 


The INDUSTRIAL CLAIM ADJUSTER has been prepared to help in- 
dustrial accident and health insurance agents to increase their earning capa - 
city. From this book they will learn how not to solicit persons who cannot 
be accepted for accident and health insurance. 


Frequently an agent is called upon to adjust claims, and if he is in posses- 
sion of this book he can tell approximately how long the disability, for which 
claim is made, should last, thus assisting prompt settlement. 


The INDUSTRIAL CLAIM ADJUSTER contains the technical and pop- 
ular names of accidents and diseases and is so completely indexed that the 
description of any accident or illness can be found without trouble; also a 
variety of other information useful to the accident agent, including the names 
of all bones of the body, table of heights and weights used in accident and 
health insurance, a table for computing weekly indemnity and a table for 
computing monthly indemnity. 


Constant use of this book by the industrial accident and health insurance 
solicitor will result in fewer postponements and rejections of applications 
as well as less dissatisfaction on the part of the claimants. 





140 pages published in vest pocket size for ready reference. | 
Price, in flexible leather ‘binding, $1.00 


Liberal discount will be allowed on orders of 100 or 
more copies. 
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Che 


Security Benefit Association 


SUCCESSOR TO 
Che inights ant Dadies of Security 
National Office - - Security Building - - Topeka, Kansas 








A MILLIONAIRE SOCIETY 


250,000 Members 


The Society with a great past—The Society with a GREATER future. 80% greater increase in membership during 1919 


than in any preceding year. 
The Society that H A S met all requirements of State Laws and stands ‘Four square to all the winds that blow.” 


SPECIAL FEATURES 


Issues four forms of adult certificates—all on adequate 
rates. 
American Experience 4% Twenty pay Life. 
American Experience Paid up at 70. 
N. F. C. 4% Whole Life 
Current Cost Triennial Automatic Revision. 


Issues two forms of Juvenile Certificates. 


Term Certificate to age 16, when transfer is made 
to Adult Department. 


Whole Life Certificate. 





A Real Fraternal Society operating a Mutual Co-operative Farm of more than 300 acres—An Old Folks’ and Orphans’ Home 


—A General Hospital in course of construction. 
All members entitled to benefits of these charitable institutions without contributions additional to the regular assessment 


rates. 2 
For information, address 


MOST ATTRACTIVE CONTRACT J. M. KIRKPATRICK, National President 
TO MEN AND WOMEN Topeka, Kansas 























GUARANTEE MORTGAGE AND FINANCE Co. 
of 


DES MOINES, IOWA 





Capital Two Million Dollars 


IOWA FARM MORTGAGES 


IOWA is conceded tk be the premier agricultural state of the Union. 





IOWA first farm mortgages are among the safest investments in the world. 


The mortgages sold by this institution conform in every respect to the laws 
regulating the investments of the funds of insurance companies in every state 
in the Union. 


REFERENCE: Any insurance company, bank, or trust company, Des Moines. 


Correspondence Invited! 


R. B. PARROTT, President C. H. MARTIN, Treasurer 


Suite 1001-1002-1003 Register & Tribune Building 
DES MOINES, IOWA. 
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